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GREATER POPULARITY— 


Thousands of Yarway Impulse Steam Trap users 
have proven to themselves that this revolutionary 
steam trap —in addition to its many unique supe- 
rior features — actually costs less to buy than most 
traps usually cost to repair—and do they like it ! 


GREATER ADVERTISING— 


Powerful color presentation of this established suc- 
cess is now reaching over a half million trap users 
monthly—a bigger campaign than last year. 


GREATER SALES— 


One short year placed Yarway out in front with 
the leaders in the industry. Now, Yarway dealers 
everywhere report Yarway Impulse Traps selling 
faster than ever before—and restocking orders 
prove it ! 


GREATER PROFITS— 


Yarway made steam traps a major profit item for 
a the mill supply house. Now, Yarway'’s tremendous 
¥ success and rapid turfiover is making this trap 


one of the most consistent money makers for 





many distributors. 


a Get It...Get Behind It... And Go! 
IUCCEIS 


YARNALL-WARING CO. 


MERMAID PLACE PHILADELPHIA 





XARWAY IMPULSE STEAM TRAP 


These BEAVER Tubing Cutters 





are indispensable 
lo every Customer 
Who Installs Tubing! 


About one man in a million can cut tub- 
ing square with a hack saw without the use 
of a guide. Tubing demands a square-end 
cut—otherwise an imperfect joint results. 





No. 2 Sawing Vise‘, to 2-inch 





With Beaver Square-end Sawing Vises 
and Tubing Cutters a fitter can’t do any- 
thing else but make a square-end cut—and 
that’s why these tools are indispensable to 
every man who installs tubing. 


Your sales representatives will find these 
tubing tools mighty easy items to sell—at 
least one in every shop where tubing is used. 





No. 2 Sawing Vise has a range of 1 to 
2-inch and is made of aluminum. It sells 


for $5.00. 


No. 4 Sawing Vise has a range of L'2 to 
1-inch and is made of malleable iron. It 


sells for $15.00. 








No. 4 Sawing Vise—1'% to 4-inch 
Both tools are self-contained and simple 





to use with a standard hack saw. Will not 
mar nor crush tubing. Made with renew- 
able steel inserts. 


The No. 100 Tubing Cutter has a range 
of 14 to 34-inch and sells for $2.00. 


We have some rather effective single-page 
bulletins covering these tools. Would you 





like enough copies to pass on to your sales 
force—to show the trade? 





No. 100 Tubing Cutter—'% to 4-inch 


BEAVER PIPE IQDLS 


800 MILLS AVE. The Quality Line—Since 1900 WARREN, OHIO 
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AMONG THE PLUS -~— FACTORS IN BETHLEHEM PIPE 


|¢can Je \nstalled 


fidence 


Because 0 Strong ; S ound Welds 


A LEAK no bigger than a pin hole... but costly tearing 
out... replacement... is too often the price that’s paid 
for pipe with unsound welds. The high dependability 
of the welds in Bethlehem Pipe prevents such trouble. 
It is pipe that can be installed with assurance of its 
soundness, and that satisfactorily stands up to the 
most responsible tasks. 

This soundness of welds is one of the plus factors in 
Bethlehem Pipe. Freedom from scale is another. Free 
of hard spots, easy threading, it readily takes the strong, 
sharp threads that make trouble-free joints. It bends 


and flanges excellently, is straight, uniform in diam- 
eter and in the wall thickness. 

Economical to install, long lasting and highly depend- 
able in the service that it gives, Bethlehem Pipe makes 
staunch friends of its users, and brings business to its 
distributors of the steadily growing kind. 


BETHLEHEM STEEL COMPANY, General Offices: Bethlehem, Pa. District Offices 
at Albany, Atlanta, Baltimore, Boston, Bridgeport, Buffalo, Chicago, Cincinnati, 
Cleveland, Dallas, Detroit, Honolulu, Houston, Indianapolis, Kansas City, Los 
Angeles, Milwaukee, New York, Philadelphia, Pittsburgh, Portland, Ore., Salt Lake 
Citv, San Antonio, San Francisco, St. Louis,St. Paul, Seattle, Syracuse, Washington, 
Wilkes-Barre, York. Export Distributor: Bethlehem Steel Export Corp., New York. 


BETHLEHEM STEEL COMPANY 
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TOOLS THAT 
TALK YOUR 
LANGUAGE 











RELIABILITY 


WILLIAMS’ WRENCHES 
Drop-Forged Carbon Steel 


50 Patterns, over 1000 sizes 
Finished regularly with black, baked-on enamel 
and heads bright. Unfinished, also, at lower cost. 
® a + 
WILLIAMS’ “CC” and STRAP CLAMPS 
Drop-forged from a tough grade of selected steel, 
then heat-treated for extra strength and stiffness. 


@ WHEREVER the wheels of industry turn, WILLIAMS’ 
tools are known, approved and specified by discrimin- 
ating buyers... Both the “Vulcan” brand on Clamps 
and Dogs, and the Williams’ Scroll-“Diamond W” on 
Wrenches, guarantee satisfaction and have earned the 
wholehearted acceptance of industry. 


More than 50 years of forging experience stand back 
of Williams’ products — and Williams’ jobbers. It’s a 
background that spells profits. 


J. iH. WILLIAMS & CO. 
75 Spring St., New York 
Headquarters for: Drop-Forged Wrenches (Carbon and Alloy), 
Detachable Socket Wrenches, “C” Clamps, Lathe Dogs, Tool 


Holders, Eye Bolts, Hoist Hooks, Thumb Nuts and Screws, 
Chain Pipe Tongs and Vises, etc., etc. 
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* ALL OF THESE IMPORTANT INDUSTRIES 


ARE REPRESENTED ON THIS PAGE 
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ALEMITE— 
A Div. of Stewart-Warner Corp’n., Dept. H 
1886 Diversey Parkway, Chicago, Illinois 


Please send us your new manual, ‘The Case 


of Alemite vs. Friction. 
| A Ee eee 
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Wickwire Spencer Advertisements appearing 
in nationally distributed publications are of real interest to rope users. The hun- 


dreds of requests for reprints prove it. Wickwire Spencer distributors are turning 


this interest to their profit. Write today for the Wickwire Spencer distributors’ and 
cooperative advertising plans. 


* 


WICKWIRE SPENCER 

STEEL COMPANY 

General Offices: 41 East 42nd St., New York City 
Worcester - Chicago - Buffalo - San Francisco 
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“Longer Belt Life is Assured by 
Gg Perfect Joint” says coronet cupper 


“Recommend the Clipper Speed 
Lacer. It embeds Belt 
Lacing Hooks flush with 
the surfaces of the belt” 


The Colonel is right. Any one with even 
a small number of belts in service will 
save time and money by using Clipper 
Speed Lacers. A three-quarter turn of the 
two-handled crank develops pressures up 
to 37,500 pounds without undue effort 
on the part of the operator. Lacing 
hooks are forced in cleanly and uni- 
formly. Hooks are flush with the belt. 
Points are clinched. A smooth, even, 
flexible joint is made. 


Caution: Be sure to recommend Clipper 
Belt Lacing Hooks. They are so carded 


that no paper is left between the belt 
and the jaws of the lacer to prevent 
proper embedding of the hooks. 


For longest belt life recommend Clipper 


Speed Lacers and Clipper Belt Lacing 
Hooks. 


CLIPPER BELT LACER COMPANY 


GRAND RAPIDS, MICHIGAN, U.S.A. 


No.6 ClipperSpeed 
Lacer laces belts up 
to 6 inches wide, 
No. 8 laces belts 
up to 8 inches wide. 
For wider belts re- 
peat the operation. 
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IF YOU CAN AFFORD 
TO IGNORE ECONOMY: 


then ignore this page | 


0 produce different products on the same 
machine, different speeds are required. 


Different speeds have required different 


drives, and the cost and delay of disman- 
ing the old and buying and installing 


The Vari-Pitch Sheave, for Texrope V-Belt 


Drives, obsoletes all such procedure and its 


ttendant expense and loss of time. This 
itally important new development in power 
transmission permits, through a simple 
djustment that takes but a few moments, a 
ariation in speed of from 15 to 25% per 
heave, and the minutest control of the 


ariation within that range. 


That means you can make a variety of 
lifferent products on the same machines, 
ome of which may require a higher speed, 
ome a lower; and you can experiment 
ith different speeds to see at just what 
seeds your machinery develops the high- 
pst efficiency. 
Vari-Pitch Texrope Sheaves are made for 
tationary and motion control. 


beens 


traitline Automatic Ball-Bearing Motor Base devel- 
ped for the motion control Vari-Pitch Sheave. You 
ply turn the hand wheel to alter the diameter of the 
ave and simultaneously the base moves forward or 
ackward to maintain proper belt tension. Write for 
ari-Pitch Bulletin No. 1261. 


Belts by Goodrich 








TEXROPE DIVISION 


LLIS* CHALMER 
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..... Giversity of Goodrich line has 
enabled us to write business we would 
otherwise have been in no position to 
even figure on.” 


GEO. H. GERRISH, Mgr. 
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Some of the Goodrich products on which 
“competitors have been unable to figure’ — 


FLEXSEAL HOSE JOINTS 


Below: Patented Goodrich joint which eliminates metal con- 
tact with material handled, gives greater flexibility than any 
other type of joint, and assures a perfect seal. 


PLYLOCK SPLICE 


Above: Enables the distributor to make any belt endless 
in a few hours. Has opened hundreds of accounts for 
Goodrich Distributors. 


MILL HOSE 


Below Fiat cured which increases life 20 
to 50%; hydroseal treatment to make it 
resistant to mildew Exceptionally flexi- 
ble. High bursting strength, increased 
because of Goodrich method of weaving. 


aay 
“7 


VULCALOCK RUBBER LINED 
PIPE AND VALVES 

Above. Standard pipe lined with soft or flexible 

hard rubber by exclusive Goodrich Vulcalock 

Process assuring adhesion which is practically 

integral. Wide market for use in resisting cor- 

rosion, abrasion, contamination. 


ACIDSEAL PAINTS 
Above Made with exclusive patented Goodrich : 0 
material which assures remarkable adhesion, HOT MATERIAL CONVEYOR BELT 


and an elastic film which resists chemicals and Above 
will not absorb water 


: 


For handling materials at temperatures up to 200° F 
In both material and construction, this is by far che outstand- 
ing conveyor belt made—it sells on its record and stays sold 


Che Goodrich line is complete. And Goodrich research is constantly at work adding new 
products with which Goodrich Distributors can make new profits and keep ahead of com 
petition. Goodrich products, prices and policy all are planned to assure a profit for the 


Distributor. The B. F. Goodrich Co., Mechanical Rubber Goods Division, Akron, Ohio 
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From 
Light Assembly to 
Heavy Reaming 





; 7 7 . 
Abt ~ when you handle 


, the Van Dorn Line you have a drill to offer for every purpose 
DRILLING OIL BURNER CASTINGS for installing name plates with the . “ . 
Van Dorn %" Drill—the tool with atl Apes cotati cy wath. —from the light, speedy 3%” Drills for assembly use to the big, 


powerful 1” Heavy Duty Ball Bearing Drill which takes two 
husky men to handle. Twenty drill models in all—twenty more 
reasons why Van Dorn jobbers are getting a big share of 
the new-tool business. Write for particulars and new Van 
Dorn Catalog. The VAN DORN ELECTRIC TOOL CO., 
717 Joppa Road, Towson, Maryland. 





FOR STEADY PROFITS 


HEAVY DRILLING AND REAMING in structural steel is quick 
work for the big, husky Van Dorn 1” Heavy Duty Ball-Bearing Drill. 


MILL SUPPLIES © AUGUST 1936 





UMI 








UMI 


We believe in the distributor and his 
efficient service to industry. Hence our 
sales plan and our advertising are built 
upon the policy of full distributor 


cooperation. 


Yale and the distributor, we are con- 


vinced, form an unbeatable team. Our 








part is to manufacture highest quality 
hoisting and conveying equipment for 
you to sell—and to give you the most 


effective advertising support; you and 








r 


I your salesmen establish personal con- 
} tact with industrial buyers, gaining their 


| friendship and confidence by the prompt- 


ness and efficiency of your service in 


supplying Yale equipment. 


Teamwork pays. The success of Yale 


Products and Yale Distributors proves it. 


~Y¥ALE-~ 





PHILADELPHIA DIVISION, PHILADELPHIA, PA. 
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no other die heads on the market. 


easily replaced at small expense. 


Each die sets stationary in its respective 


or undersize as well as standard threads. 


speed steel. 
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QUICK-OPENING 
ASSURE THREADING PERFECTION 


“TOLEDO” 


“TOLEDO” all steel quick-opening die heads possess many features found in 


They are opened or closed simply by raising or lowering the handle. 
operation is quick and positive and the only moving parts are the hinged 
bronze bushings, which if they become worn after years of service, can be 


die slot. There is no slot wear, 
and the weakness of the sliding die and scroll construction has been elimi- 
nated. An unusual amount of chip clearance is provided, and a separate set 
of dies for each size pipe assures proper die clearance, cutting angle and 
smooth accurate threads on brass, iron or steel pipe. 


Dies are of the rake type, easily resharpened and adjustable for cutting over 
The 1” to 2” dies are of high 


The quick-opening die heads of the “TOLEDO” No. 999 Super-Model machine 
are just one of many features that make this machine the finest of all small 
portable power pipe machines on the market today. 


We will gladly send you complete information on request. 


NO. 999 SUPER MODEL WITH 
6 QUICK-OPENING DIE HEADS 
AND !/.” TO 2” R. H. PIPE DIES, 
COMPLETE NET PRICE $350.00 


THE TOLEDO PIPE THREADING MACHINE CO. 


TOLEDO, OHIO NEW YORK OFFICE & DISPLAY, 72 LAFAYETTE STREET 


"TOLEDO" 


DIE HEADS 
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® This question may sound rather silly, but it 
is not quite so silly as it appears at first sight. 
The term “industrial distributor” to most 
industrialists and yes, even to most econo- 
mists, means stocks, service, salemen. Do 
you measure up to that definition? 

It is important that you do for many 
reasons, the principal one being that you can 
make more money for yourself by so doing. 

A second important reason is that, com- 
mencing in September, you and all other dis- 
tributors will benefit from a hard-hitting 
advertising campaign to industry in your 
behalf. You will benefit, that is, if you have 
the stock, are in a position to give service and 
have a well-informed, alert crew of salesmen. 

The September issue of MILL SUPPLIES 
will be addressed to over five thousand of the 
largest industrial plants of the country, in 
addition to its regular subscribers. It will tell 
these industrialists of the advantages to be 
secured by purchasing all of their industrial 
supply needs from distributors. It will fur- 
nish distributors and their salesmen with a 
sales manual to be used in following up their 
customers. 

The following months will see the inaugura- 
tion of a consistent advertising campaign to 


PALL 
SUPPLE 


AUGUST, 1936 
* 


JAMES A. CHANNON 
Editor 


ARE YOU AN INDUSTRIAL DISTRIBUTOR? 


industry by the Industrial Supply Research 
Bureau. Month by month industrial buyers 
will be urged to eliminate or minimize their 
stocks of industrial supplies and to rely on 
your warehouses to keep their plant running. 

Both of these promotion efforts in the inter- 
est of the supply business promise to swell 
your sales but they put upon you, and every 
other distributor the obligation to live up to 
the claims made for the fine service you can 
render. 

By living up to those claims—by carrying 
complete stocks, furnishing good delivery 
service, keeping customers informed by well- 
equipped salesmen—you stand in a position 
to capitalize handsomely. However, let some 
interested buyer decide to try out the sugges- 
tions made in the promotion and advertising 
and find that you must order every little item 
from the factory, that your deliveries are 
unreliable and that your salesmen neither 
know nor know where to find data on products 
they need, and the promotion of the distribut- 
ing industry will do more harm than good. 

For the sake of the future of your business, 
answer this question honestly to yourself, 
“Am I an industrial distributor in every sense 
of the word?” 
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THE REPUBLIC 
3-POINT POLICY 


A line of rubber items sufficiently 


complete to permit effectively sup- 
plying the requirements of the 
trade solicited. 


* 
A quality of product uniformly 
good and capable of delivering 
service results that should reason- 
ably be expected. 


* 


A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonable profit return. 


* 


Freedom from competition from his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations. 


* 
Selling helps of reasonable a- 
mounts so that his sales force may 
be given the advantage of spe- 
cialized training and a knowledge 
of the product sold. 


* 


= 


A 
BETTER 
ROAD 





A 


YW In the mechanical rubber goods 
business, Republic has long occupied a 
unique relationship with distributors due 
to the unlimited extent of our coopera- 
tion. We took a leading part in develop- 
ing their opportunities and now, with their 
rapid growth, our loyalty and support has 
been more than repaid. 


There is today a wider appreciation 





of the economy and efficiency of distri- 
butors’ service, of their sales managing 
abilities and their technical knowledge. 
They are less frequently accused of being 
“order takers.” 


We started to help distributors build 
this better road many years ago. Manu- 
facturers in other lines heartily joined the 
effort and, as a result, every phase of the 
mill supply industry has benefited. 


THE REPUBLIC 
RUBBER CO. 


MECHANICAL RUBBER PRODUCTS FOR 
EVERY INDUSTRIAL REQUIREMENT 


YOUNGSTOWN, OHIO 


we 


LEADERSHIP IN POLICY, PRODUCT AND PERFORMANCE 
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E is me,” says the salesman in grave 


danger of being discovered by the boss at 
the ball game. Even after the grueling five years 
we have just gone through, there are still many 
salesmen who still look on their jobs in much the 
same way that the average schoolboy regards his 
studies. They refuse to look on a territory as a 
stepping stone to an executive position and delight 
in “playing hookey.” There is perhaps no business 
where a salesman’s success depends so much on his 
staying everlastingly at his job of introducing new 
items and giving service to his customers as the 
supply business, and while we seem to be having 
our “dog days” with a vengeance, remember that 
plants are still running and somebody is getting 


the business. 





@ It’s hard to believe, but the strike 
menace has hit the supply business. 
Last month saw a Cleveland dis- 
tributor closed for two weeks and 
six San Francisco hardware and 
industrial supply houses finally 
signing an agreement after being 
tied up for six weeks. It looked 
for a time as if the San Francisco 
strike, headed by Harry Bridges 
of the Longshoremen’s Union, 
might involve all supply houses in 
the city. As it was, the strike 
threw 300 workmen and 800 “white 
collar” workers out of jobs. While 
Union leaders were able to say that 
Wage increases amounting to 
$25.00 a month were obtained, it is 


equally true that in many cases 
working conditions and wages are 
substantially the same as before 
the strike. While Union domi- 
nance is not so strong in most com- 
munities as it is in Cleveland and 
San Francisco, still these happen- 
ings give every distributor some- 
thing to think about. 


@ We would like to be very learned 
and point out in a few well-chosen 
words, the possible future effects of 
the Robinson-Patman Law on the 
supply business, but, frankly, after 
painfully pondering over the opin- 
ions of several recognized authori- 
ties, very legal in their termin- 
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ology, we still know just about as 
much as we did before. All, how- 
ever, seem to agree on one point. 
Unless you are indulging in trade 
practices which _ discriminate 
against the small buyers, these 
legal gentlemen advise you to go 
right ahead with your business un- 
til the law has been tested in the 
courts. One thing does seem worth 
remembering, however, which is 
that it is just as unlawful to secure 
a discrimination in price as to give 
one. It is expected that the Fed- 
eral Trade Commission will take 
steps to have the law tested in the 
courts at the very first opportunity. 


@ Returning to the painful subject 
of strikes, the recent activities of 
Mr. Lewis’ Union group in the steel 
industry would seem to indicate a 
very close watch on this situation 
to avoid, if possible, being caught 
short on stocks of the various steel 
items which play such an impor- 
tant part in the distributor’s busi- 
ness. At this stage of the game, 
it appears that Mr. Lewis has 
tackled a Tartar in this huge, 
closely knit industry in which 
wages are well above the average 
for the United States, but some- 
times long range pictures are de- 
ceiving. At all odds, take care that 
you, an innocent bystander, don’t 
get hit over the head with a few 
flying bricks. 


@The Research Bureau Advertis- 
ing Committee met in Richmond, 
July 21, to formulate plans for an 
active campaign to industry com- 
mencing in the early fall. An in- 
tensive drive for distributor sup- 
port will be started immediately. 
With the definite plan already “in 
the works,” subscribers are assured 
of tangible results. Also, the co- 
operation of manufacturers will 
come rapidly once it is made clear 
that distributors are anxious to 
help themselves. Once the plan is 
in a form definite enough for pre- 
sentation it will be taken to all 
members of the National and 
Southern associations for their ap- 
proval and support. Remember, 
when asked for this support, that 
for a few dollars you stand to 
obtain thousands in valuable 
publicity. 





WHY NOT PUSH PUMPS? 


Pumps offer fine opportunities for profitable 
volume, both in pumps and in related products. 
Are you getting your share of this business? 


O industry and only the small- 

est of factories can exist with- 
out pumps. The movement of water 
and other liquids is an essential 
part of manufacturing processes. 
Conservative estimates place the 
amount that industry will spend for 
pumps during 1936 in excess of 
$100,000,000, and the mill supply 
distributor has an outstanding op- 
portunity to profit from pump sales 
—despite the fact that a consider- 
able portion of this sum will be 
spent for very large or specially de- 
signed pumps which are ordered 
directly from the manufacturer. 

A great many pump orders will 
be for the smaller, standardized 
units and it is, therefore, not prac- 
tical for leading pump manufac- 
turers to send their engineers to the 
customers in the great majority of 
cases since the sales expense in- 
curred would be entirely out of line 
with the price of the equipment 
they could furnish. The mill sup- 
ply distributor, however, has sales- 
men calling regularly on customers 
in his territory and little or no in- 
crease in selling expense is involved 


By 


G. W. LARMOTH 


Sales Engineer 
Great Lakes Supply Corporation 
Chicago, Illinois 


if these men talk pumps in addition 
to their other lines. Even if the 
distributor increases his payroll by 
adding a pump engineer, the added 
cost is justified since this man can 
also sell the motors, starters, pipe, 
valves, fittings and other accessories 
necessary for a pump installation 
and thus secure a sizable and profit- 
able order. 

Because the distributor can fur- 
nish pumps, piping, tanks and 
related equipment, the customer 


Close coupled motor- 
driven centrifugal 
pumps—like the one 
at the right — find 
wide application in 
the handling of 
industrial liquids. 


In pumps of the type 
shown below, assem- 
bly from standard- 
ized parts permits a 
wide range of sizes 
for various industrial 
uses, at a low price. 
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can secure a complete installa- 
tion from a single source at a 
minimum cost—and satisfactory 
service will be assured since the 
distributor, like the reputable man- 
ufacturer, will take no chance of 
losing the customer’s goodwill by 
furnishing unsatisfactory equip- 
ment or charging more than the 
market price. Stocks carried by the 
distributor assure prompt delivery 
and even when pumps must be or- 
dered from the factory considerable 


time can be saved since the mill 
supply truck can meet the shipment 
at the transfer point and rush it 
direct to the customer. 

In selecting his pump stock, the 
distributor should avoid large power 
house equipment for which there 
will be only an occasional order. 
The needs of the territory will de- 
termine the types and sizes of 
pumps which will be in popular de- 
mand but in an average area there 
will be a ready market for the 
smaller centrifugal and _ rotary 
pumps—both motor and belt driven 
—for general service steam pumps, 
turbine pumps, contractor’s pumps, 








The needs of the ter- 
ritory must deter- 
mine the types and 
sizes of pumps to be 
carried on hand. In 
these two illustra- 
tions are grouped the 
types of pumps car- 
ried by the Great 
Lakes Supply Cor- 
poration. 


Piston type pumps 
(shown above) are avail- 
able in a wide range of 
capacities and heads to 
meet the individual re- 
quirements of any manu- 
facturer. 


Belt driven centrifugals— 
of the type illustrated at 
the left—are widely used 
even when electric mo- 
tors supply the driving 
motor power. 
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deep and shallow well pumps, sump 
pumps, boiler test pumps, rotary 
gear pumps, kitchen pumps, dia- 
phragm pumps and barrel pumps 
as shown in the accompanying pho- 
tographs. With these, which can 
be carried on a small investment 
and without danger of loss from de- 
terioration, the distributor can meet 
practically every pump requirement 
from stock and by so doing estab- 
lish himself as a reliable source of 
supply. Progressive manufacturers 
—with a definite dealer policy—can 
be of material assistance in analyz- 
ing the pump needs of a territory 
and the distributor can rely on 
their recommendations. 

Although no one manufacturer 
builds every type pump, a compari- 
son of the various lines will enable 
the distributor to build a complete 
line from a minimum number of 
sources resulting in less bookkeep- 
ing, easier ordering and reduced 
inventory on parts. It is essential 
that the distributor consider the 
manufacturer’s sales policy. Lead- 
ing manufacturers, recognizing the 
mill supply house as the logical link 
between manufacturer and_ user, 
employ salesmen to work with the 
distributor in training the men who 
are to handle the pump line and to 
lend expert assistance when neces- 
sary in closing orders. These con- 
cerns also furnish distributors with 
sales ammunition in the form of 
catalogs, bulletins and direct-mail 
material and in their own advertis- 
ing which appears in leading trade 
publications play up the distributor 
as a source of supply. Without full 
cooperation on the manufalturer’s 
part, the distributor will be unable 
to profit to the full. The manufac- 
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SUGGESTED PUMP INVENTORY 
For a Metropolitan District House 


Belted single stage centrifugal pumps 
Size yg 13” 
Quantity, iron fitted 2 4 4 
Quantity, bronze fitted 1 2 2 


Motor driven single stage centrifugal pumps 
Size % an 13” 
Quantity, iron fitted 2 3 2 
Quantity, bronze fitted 0 0 0 


Motor mounted single stage bronze fitted pumps 
Size 13” > 23” 
Motor H.P. 2 3 7h 
Quantity, 1750 RPM 2 2 1 
Quantity, 3500 RPM 2 2 2 


All iron rotary gear pumps with tight and loose pulleys 
Size, gal. per 100 revs. .75 2 120 2.656 MW & 
Quantity 3 3 5 3 3 3 


All iron rotary gear barrel pumps, hand operated 
Size, gal. per 100 revs. 10 12.5 
Quantity 4 5 


Complete motor operated cellar drainer for 2 ft. pit 


Capacity, gal. per hour 1500 2400 
Quantity 4 2 


Motor operated double acting force pumps without motor for 100# 
Size ; 24x3 3x43 
Quantity 2 1 

Complete shallow well units with 110 volt motors 


Capacity, gal. per hour 250 350 500 
Quantity 3 2 1 


Complete deep well units with 110 volt motors and all brass cyl. 
6” stroke 2-4 h.p. 1-1 h.p 
9” stroke 1- 1-3 h.p. 1-2 h.p. 


Hand operated pitcher spout pumps 
Size ; 3x4 34x4 4x4 
Quantity 6 3 1 


Anti-freeze deep well pump standard 6” stroke with handle also 
with windmill top. 


_ Anti-freeze deep well force pumps, pump rods and well cylinders in 
sizes and quantity indicated by past sales. 


Hand operated diaphram suction pumps with strainers 
Size 2%” 3” 4” 
Quantity, side suction 3 6 1 
Quantity, bottom suction 1 2 0 


Hand operated high pressure boiler test pumps 
Working pressure 700# 550# 400# 200# 
Quantity 2 2 4 2 
Hand operated double acting force pumps 
Size 24x5 3x5 
Quantity 2 1 
Hand operated gas drip pumps. Size 2x9—quantity, 2 
Hand operated plumbers suction and force pumps—quantity, 4 
Hand operated shrubbery spray pump with hose and nozzle, quantity, 2 
Rotary gear pumps with base and coupling for direct connection 


Capacity G.P.M. at 1750 R.P.M. 5 10 26 
Quantity 1 1 1 


It is advisable to carry several of the popular sizes of motor driven, 
pumps without motors but with suitable bases and couplings as the 
customers may have a motor. Two or three of the most popular sizes 
of motors should also be carried. Cup leathers and diaphragms should 
be carried in all popular sizes. 
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turer’s reputation should also be 
considered —long experience and 


* leadership in the pump field are 


selling points too big to be over- 
looked. 

At least one man in the distribu- 
tor’s sales force should be a pump 
specialist—preferably a pump en- 
gineer. However, this man alone 
should not carry the burden of 
pump sales. It is highly desirable 
that the general line salesman 
solicit pump business. Not only 
can these men make a fair percent- 
age of sales directly—particularly 
on the smaller pumps—but they 
are in a position to introduce the 
pump engineer to the key men in 
their customers’ organizations. 
When engineering advice is neces- 
sary, these men should confer with 
the engineer. 

Since the sole function of a 
pump is to move liquid from one 
place to another, this information 
must include the desired pumping 
rate in gallons per minute or per 
hour and the pressure desired at 
the point of discharge. It is also 
necessary for the engineer to know 
the vertical distance between inlet 
water level and the pump—static 
suction head—and the vertical dis- 
tance between the pump and the 
discharge water level—static dis- 
charge head. In order to provide 
for friction losses, the size and 
length of pipe and the number of 
elbows, tees, valves and other fit- 
tings in the intake and discharge 
lines must be known. When a 
liquid other than water is to be 
pumped, it is necessary to secure 
from the customer the weight per 
gallon, temperature, viscosity, size 
of solids, if any, and chemical types 
of acid or alkaline. When pumps 
are to be motor driven, current 
characteristics must be known and 
for steam driven pumps the steam 
pressures at throttle and exhaust. 
From time to time other factors 
may be encountered but these can 
be considered as they come up. 

If this information is not suffi- 
ciently complete to enable the en- 
gineer to specify pumping equip- 
ment which will give satisfactory 
service from the start, he should 
call on the customer, preferably 
with the salesman, and secure such 
additional data as may be neces- 
sary. The customer will appreciate 
this call as evidence of the atten- 
tion given his requirements. 





By 
NORMAN C. FIRTH 


Associate Editor 


N June 22 the Federal Revenue 
O Act of 1936 was approved. 
Many of those business men whose 
corporate tax returns are filed for 
calendar years, are not going to do 
much thinking about the terms of 
the new law until after January 1, 
anyway. If there is any thinking 
to be done now, it is, in many com- 
panies, being done only by the com- 
pany accountants. 

Yet the terms of the new law are 
such that the heads of any business 
may well do some thinking about 
how it affects the operations of 
their companies. So far little has 
appeared in print on this subject; 
those best qualified to speak are 
still studying the probable effects 
of the new taxes. Business men 
well versed on tax matters are, 
however, well agreed on some 
points. 

Every newspaper reader knows 
that the principal new feature is 
that, in addition to a normal cor- 
porate income tax of from 8 to 15 
per cent, there is a surtax on undis- 
tributed profits of from 7 to 27 
per cent. The accompanying table 
shows the amounts taxed at the 
various rates. 

There is plenty of opportunity 
for arithmetic in these provisions 
about undistributed profits. The 
normal income tax goes up with 
the net income; the surtax goes 
down as the proportion of the net 
income paid out in dividends in- 
creases. An accompanying table 
shows how this works out for cor- 
porations with four different sized 
incomes. There is also a capital 
stock and excess profits tax, which 
we shall return to later. 

Obviously, it is going to be nec- 
essary to consider the effect on both 
the normal tax and the surtax in 
making important decisions as to 
company operations. 

Incidentally, do not lean too 
heavily on the tax information in 


DON'T FORGET THE 
NEW TAX LAW 


any short magazine article if any 
important amount of money is in- 
volved. The Federal and State tax 
structure is sufficiently complicated 
so that while a little knowledge 
may help on one phase of your tax 
problem, you may in fixing that up 
do real harm in another place. It 


will pay to consult well qualified 
legal or accounting authorities. 
The law affects decisions as to 
the most desirable set-up for sub- 
sidiary companies. In Congress it 
was urged that this tax structure 
favored small companies. It does 
in that rates are lower for small 


Normal Corporation Income Tax 
First $2,000 

$2,000 to $15,000 

$15,000 to $40,000.............. 13% 
EE ee 15% 


Surtax on Undistributed Profits 
First 10% of adjusted income... 7% 
Next 10% 

Next 20% 

Next 20% 

Remainder undistributed....... 


Capital Stock and Excess Profits Tax 


$1 on each $1,000 of the adjusted declared value of capital stock. 
On income over 10% and not over 15% of capital stock declared value... 6% 
On income in excess of 15% of the capital stock declared value......... 12% 


The Revenue Act of 1936 states the base of these taxes; makes dividends 
subject to normal personal income tax; and provides for other tax changes 


not discussed here. 


For the surtax the undistributed net income is the net 


income less the normal tax, less the credit for interest on U. S. obligations; 
less dividends paid; and less a credit for the extent to which the payment 


of dividends is restricted by contract. 
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WHAT THE NEW TAXES MEAN 


These tables show how taxes go up with size of 
income; down with proportion of income paid out 
as dividends. The capital stock and excess profits 


tax are not included here; they depend upon the 
adjusted declared capital stock values of companies 
as well as upon earnings. 








Corporations with $10,000 Net Income 


Tag on 
Net Income 


Corporations with $25,000 Net Income 


Taz on 
Retained Earnings 


$1,042 

$1,000 822 
2,000 638 
5,000 J 277 
8,000 x 67 
8,960 None 


. Taz on 
Dividends Net Income 


Total 
None 


Dividends 
None 


Total 


Tar on 
Retained Earnings 








Corporations with $50,000 Net Income Corporations with $100,000 Net Income 
Taz on Tar on 

Net Income Retained Earnings 
$13,840 $17,662 
13,840 14,962 
13,840 10,912 
13,840 4,939 
13,840 908 
13,840 None 


Taz on 
Net Income 
$6,340 
6,340 
6,340 
6,340 
6,340 
6,340 


Tar on 
Dividends Retained Earnings 
None 

$5,000 
10,000 
20,000 
40,000 
43,660 


Total 
$15,163 


Dividends 
None 
$10,000 

25,000 
50,000 
75,000 
86,160 


Total 


$31,502 
28,802 
24,752 
18,779 
14,748 
13,840 























incomes. But the small company 
must pay out its profits in divi- 
dends to keep this advantage. Often 
cash balances available for divi- 
dends of small companies are rela- 
tively much smaller than those of 
large companies. Small companies 
have one specific advantage: if the 
net income is less than $50,000, the 
7 per cent surtax bracket is in- 
creased to $5,000. 

It has been suggested recently by 
one well qualified tax authority that 
one effect of this law might be to 
encourage operation of small busi- 
resses as partnerships rather than 
as corporations. 

The law will have much effect 
upon the future financial set-up of 
corporations; upon the relative de- 
sirability of financing by bonds or 
by stock in those instances where 
either is appropriate and possible; 
upon possibilities of stock divi- 
dends or of dividends in cash to be 
used for stock purchases. Just 
what is going to be possible de- 
pends upon interpretations and 
rulings. No one knows yet, but 
these questions will be watched 
carefully by many. 

Two specific provisions bearing 
upon the undistributed profit sur- 
tax are important to those mill sup- 
ply executives whose companies 
have been or are being refinanced 
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or reorganized. In figuring the 
undistributed net income for sur- 
tax a credit may be taken for the 
extent to which the payment of 
dividends is restricted by written 
contract executed before May 1, 
1936. And exemption from the sur- 
tax is granted to corporations ac- 
tually both insolvent and in bank- 
ruptcy or receivership for the cor- 
poration’s entire taxable year if 
it is both insolvent and in such 
bankruptcy or receivership “for 
any portion of the taxable year.” 

In figuring the undistributed 
profits surtax, no dividend paid 
credit is allowed unless dividends 
are paid pro rata among shares of 
the same class. Obviously this is 
necessary as otherwise dividends 
of closely held corporations might 
be paid only to those whose income 
falls in the low personal income 
tax brackets. It is expected that 
in some such corporations there 
may be revision of ownership 
distribution. 

The dividend paid credit is based 
upon dividends actually paid and 
taxable to stockholders during the 
taxable year. 

In computing the normal tax, 
credits are taken for interest on 
U. S. obligations and for 85 per 
cent of dividends received from a 
corporation subject to tax. 
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Other considerations include all 
those that have been important 
since the first days of the corporate 
income tax. They received much at- 
tention during the wartime high 
tax rate years, but have been well 
remembered. The principal objec- 
tive is to insure that income is not 
overstated. 

Salaries: The days are pretty 
well over when the operating own- 
ers of a closely held business pay 
themselves nominal salaries and 
take both pay and profits in divi- 
dends. That is rather expensive in 
tax dollars, if carried too far. It 
is worthwhile to do a little arith- 
metic to see how changes in sal- 
aries of owners affect both the nor- 
mal tax and the surtax. Salaries 
must be reasonable; the test is 
what would ordinarily be paid for 
similar services by similar enter- 
prises in similar circumstances. 

Depreciation: All-in-all American 
business probably takes full advan- 
tage of charges to expenses for de- 
preciation. This is particularly 
true just now after the depression 
years when plant and equipment 
capital assets were made to last 
longer than might have been ex- 
pected. But it may not be true in 
any single business. In many 4 
business no one knows whether the 


(Continued on page 70) 





AGENT-DISTRIBUTOR 
TIE-UP BUILDS 
SALES VOLUME 


By HENRY W. YOUNG 
Pacific Coast Editor 


REQUENTLY industrial dis- 

tributors find that there is a 
field that might be productive of 
much more business with concen- 
trated effort put upon it. There 
may not be, however, a sufficient 
number of prospects in the terri- 
tory, and they may be too widely 
scattered to permit the distributor 
to hire a specialist for the field. At 
the same time, this field may use 
much in the way of machinery and 
special equipment as well as parts 
not regularly carried by any class 
of distributor. There would be a 
handsome commission if the right 
man could be found to work on a 
specialized basis. 

A Seattle, Washington, distribu- 
tor has hit upon a happy solution 
and made an arrangement which is 
novel, at least in the Pacific North- 
west. The field is that comprised 
of four industries that are more or 
less associated from the materials 
requirement standpoint. They are 
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Roy C. Duncan 
who represents 
the Rossman In- 
dustrial Supply 
Company and the 
Duncan Eq uip-~ 
ment and Supply: 
Company (above), 


Duncan now can 
sell all the supply 
lines carried by 
the Industrial 
Supply Company. 
Thus his calls are 
more productive.. 


brewing, distilling, wine making 
and canning. The number of plants 
worth calling upon does not exceed 
125 in a territory that is roughly 
300 miles wide by 500 miles long. 

The distributor is the Rossman 
Industrial Supply Company and 
they have made an arrangement 
with Roy C. Duncan, manufac- 
turers’ agent, operating under the 
name of Duncan Equipment and 
Supply Company. 

Study of the field discloses that, 
aside from the regular require- 
ments of valves, fittings, hose, con- 
veyor belt, instruments, pressure 
gages and reducing valves carried 
by the distributor, there are other 
specialized products not within his 


(Continued on page 100) 








Send additional copies to: 


1. Name 
Address 

2. Name 
Address 





_______— (Position) Tee 


Acknowledges with this card receipt of the 1936 Sligo Stock List. 
Please address supplementary material, prices, etc., to his attention. 











Sligo’s prospect list is divided into twelve 
classifications by kinds of business. The tabs 
on the stencils permit automatic selection. 


WHEN YOU DISTRIBUTE YOUR CATALOG 


Sligo Iron Store Company Uses Effective Plan 


HE distribution of a new 

catalog or stock-list offers an 
opportunity for effective sales pro- 
motion and, also, for the develop- 
ment of an up-to-date personalized 
mailing list. The Sligo Iron Store 
Company of St. Louis recently did 
both jobs well. 

Instead of simply sending its 
new 1936 stock-list by mail to its 
regular mailing list, the advertis- 
ing department, prior to completion 
of the stock-list, ran off a copy of 
its mailing list. This was broken 
down into territories. To each 
salesman went the names of all 
companies in his territory, with 
instructions for him to check the 
list for additions and corrections. 
These corrected lists were then 
used to address copies of the stock 
list, but the booklets instead of be- 
ing sent out by mail, were for- 
warded to the salesmen. They, in 
turn, delivered the lists personally, 
except in a few instances where it 
was deemed advisable to mail them. 

With all copies of the stock-list 
intended for the company’s larger 
or more important customers, 
there was sent a postal-card filled 
out with the customer’s name. The 
man to whom the list was given 
was asked to acknowledge receipt 
of the stock-list in the space allotted, 
and to fill in the names and posi- 
tions of other individuals in his 
organization to whom additional 
copies of the booklet should be sent. 
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The card—a government postal- 
card—carried a return address and 
postage. These cards are being 
returned and are providing Sligo 
with an _ up-to-date, pesonalized 
mailing list. 


Personal delivery by salesmen 


MiINn€ + MILL 
and SHOP 
SUPPLIES 


| 
r? 
CE S050 


Long Distance, St. Louis LD77 


The stock-list is 9 by 44 inches, 
contains 152 well illustrated 
pages, and has a striking cover 
in orange, blue and black. 
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was decided upon for three 
reasons: First, it was felt that 
greater value would be attached to 
the stock-list if it were presented 
personally; second, Sligo could be 
sure that the list reached the right 
man in each establishment, and 
finally, personal delivery of the list 
gave the salesman something to 
talk about. 

Sales promotion was not for- 
gotten in the preparation of the 
stock-list which, the company re- 
ports, has been well received by its 
customers. Its cover is striking 
in orange, blue and black. Both 
the front and back covers carry the 
company’s local and long distance 
telephone numbers. The inside 
front cover lists some of the more 
important items coming under the 
head of “Sligo Steel,” again gives 
local and long distance telephone 
numbers, and carries the slogan— 
“A service that is complete—fast 
—accurate.” 

The inside back cover lists some 
of the nationally known lines rep- 
resented by Sligo and gives the 
page numbers on which additional 
information concerning them may 
be found, again provides the tele- 
phone numbers and carries the fol- 
lowing injunction: “Ask our repre- 
sentative or phone for information 
or prices of tools and materials not 
listed in this book.” Every right- 
hand page in the booklet carries at 


(Continued on page 99) 





INDEX CARD MAKES FRIENDS 


N “index card” containing val- 
A uable information for those 
concerned with the specification or 
actual purchase of industrial sup- 
plies is being effectively used by 
The Knapp Supply Company, Mun- 
cie, Indiana, as a sales builder. It 
has created much favorable com- 
ment from the company’s customers 
and from other distributors who 
have seen it. 

This is a four-page piece with a 
page size of 44 x 84 inches, punched 
with a hole to permit hanging it 
on the wall. The first page carries 
the name of the company, its ad- 
dress and telephone number, and 
lists the names, addresses and home 
telephone numbers of members of 
the organization to be contacted in 
case of emergency out of hours. The 
list includes W. E. Price, president 
of the company; T. J. Williams, 
manager of the mill supply depart- 
ment, salesmen and counter sales- 
men. On the inside two pages are 
listed most of the different sup- 
plies, equipment and tools carried 
in stock. The back page is given 
over to a list of manufacturers for 
which the company acts as dis- 
tributor. 
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The Knapp Supply 
Company 


MUNCIE, INDIANA 
Corner Ohio Ave. and Dudley St 
Puone 634 


PLUMBING, HEATING, MILL, CONTRACTORS and JANITOR 
SUPPLIES 
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In Case of Emergency, Comtact Ome of the Following : 


NAME ADDRESS Phone 
1407 Burlington Dr 494 
2024 South Madison St 


sJack Abrell—4 ity Salesman 


1720 Burlington Dr 

226 South College Ave. 

Umon City, Indiana 

Unveon City, Indiana 

723 East Main St 3331J 
1015 W. Washington &.. 3969 


T J Withame —Saleeman 
W EF Price. President 


= 
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“We have always been great be- 
lievers in the idea of leaving some- 
thing with the purchasing agent 
or engineer besides conversation,” 
states Mr. Williams. “This card 
gives the salesmen an excellent op- 
portunity to discuss nationally ad- 
vertised merchandise and the serv- 
ice rendered by the distributor. 

“Our experience so far has been 
that the purchasing agent will ask 
for several of these cards so that 
he may send them out to the main- 
tenance engineer or anyone who 
would have occasion to use the 


emergency telephone numbers, and, 
of course, every distributor likes to 
have his name in front of the en- 
gineer at all times. 

“Along with this card, we give 
the purchasing agent a time and 
route schedule of truck, railroad 
and express service from our store 
to his factory. This slip shows the 
time shipments leave our ware- 
house, which gives him information 
as to what time his order must be 
in our store for delivery at a def- 
inite time. 

“There is no copyright on this 
card. If it appeals to them, we will 
be only too glad to have the idea 
used by readers of MILL SUP- 
PLIES. The cost of printing is 
very small, running approximately 
ten dollars per thousand.” 


FOR HANDLING WIRE ROPE 


HANDY method for storing 
Ans handling wire rope and 
welding cable is used at the Ma- 
chine Tool and Supply Company, 
Tulsa, Oklahoma. 

Three long logs, elevated on 
blocks and set parallel, carry two 
rows of wire and cable reels. A rod 
run through the center of each reel 
rests with one end on each of the 
two logs between which the reel 
sets, and provides the support for 
the reel as well as the axis on which 
it is revolved. 

The ends of the rod turn in small 
grooved blocks nailed onto the large 
logs. Hence any length of wire or 
cable required can be rolled from 
any reel without moving the reel. 
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When a new reel of wire rope or 
cable is to be placed on the “rack,” 
the log ends are lowered by a jack 
and the new reel simply rolled into 
the first position, other reels being 
rolled back to make room for it. 
When all the wire or cable on a reel 
has been removed, the reel is, of 
course, lifted from the rack and a 
full one put in its place. 

Each reel is carefully and plainly 
marked to show the size and type 
of wire rope or cable. For this pur- 
pose, a card is used, on the back 
of which is kept an inventory of 
that particular reel, each sale being 
recorded and the balance on hand 
noted after each removal of wire 
rope or cable. 





WHAT YOU NEED TO 
KNOW WHEN SELLING 


ELEVATOR 
BELTS 


Can you select the right elevator belt— 
a belt that will give real service and build 
customer good-will? This article reviews 
concisely just what you need to know. 


LEVATOR belts differ from 

conveyor belts (See May, 1936, 
MILL SUPPLIES) in a number of 
respects. The load on the belt is 
direct tension because of the ver- 
tical lift, and buckets must be sup- 
ported constantly. Consequently, 
elevator belts have strong, heavy 
interior fabric and may have 
greater thicknesses in proportion 
to width than have conveyor belts. 
Usually, conditions are more severe 
and the likelihood of accident 
greater, so belts should normally 
be recommended with liberal safety 
factors. 

First of all, an elevator belt must 
have enough body to back up and 
support the buckets, to hold the 
bucket bolts, and to resist the 
breaking effect of lumps of material 
caught between boot pulley and 


belt. The minimum permissible 
numbers of plies for various belt 
widths are: 





For For Grain or 
Width of Heavy Other Light, Non- 
Belt, In. Material Abrasive Material 





10-12 5 ply 4 ply 
14-18 6 ply 5 ply 
20-30 7 ply 6 ply 
32 and over 8 ply 7 ply 





It is not advisable, however, to 
recommend a belt with too many 
plies, either, for stiffening of the 
belt due to the buckets causes 
trouble when the belt passes over 
a pulley. Thus the maximum per- 
missible number of plies depends 
upon the diameter of the head pul- 
ley. Maximum plies are given in 
the table on the next page. 








TABLE A 
WEIGHT OF MATERIALS PER CUBIC FOOT 





Lbs. per 
Material Cu. Ft. 


| _ ~~ Lbs. per 


Material Bushel 





Se 


Slag, Granulated... .| 


Ore, Average a Wet 


Crushed Stone...... 
Sand and Gravel, Wet. 
Sand and Gravel, Dry. 


Wood Chips. . 
Wood 7 Damp... 


Cement. Neer Water. 


Cement Clinker . 


Crushed Coal . 
Ashes, Pa - 
Salt . 
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Descending side 
Rising side 


Fig. i- Belt Loads 


Projection > 
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Fig.2- Standard Stee! Bucket 
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Fig. 3-Continuous Steel Bucket 
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Fig. 4-Mailleable |ron Bucket 

















rubber cover and breaker strips, 


The tensile strain in an elevator 


Bay ~ lagi — aad and abrasive lump materials like belt is made up of several compo- 
stone and slag demand 36-oz. duck nent parts, shown graphically in 
24 5 ply with a special tough cover and edge Fig. 1, and estimated as follows: 
= — breaker strips. For very heavy Total strain on the belt is great- 
2 8 ply duty, 36-oz. hard-woven duck is est at point X, where the belt is 
48 9 ply used, with extra rubber between just about to pass over the head 
54 10 ply plies, very tough rubber cover, cord _ pulley. Compute it by adding. to- 
60 12 ply breaker fabric network completely gether: 
72 14 ply encircling the fabric and imbedded A. Weight of Half the Belt— 





Another factor which also gov- 
erns the number of plies is the 
necessity for withstanding operat- 
ing tensile strains without undue 
stretch. A belt built of 28-0z. duck 


in the cover. This ties the fabric 
carcass to the rubber cover to re- 
sist gouging and other abuse. Safe 
working stress of elevator belts, 
in lb. per inch of width are shown 
in the following table. 


Weight per ft. equals width times 
number of plies times 0.04 Ib. 
(This is an average for one manu- 
facturer’s belts; for more accurate 
weights, see manufacturers’ 
tables). 











has a working strength per inch 


B. Weight of Half the Buckets— 
per ply of around 25 lb., while one 



























































Plies 32-0z. Duck 36-0z.-Duck If exact weight is not known, see 
built of 32-0z. duck raises this to approximate weights in Tables B, 
28 lb. and one of 36-o0z. duck to 4 112 120 C, and D. 
30 Ib. 5 140 150 C. Maximum Weight of Material 
The very light belts are usually ro po Going Up— Multiply number of 
used only for grain elevators in 8 294 240 buckets on rising side by contents 
country districts and have no cover. 9 252 270 per bucket in cubic feet times 
Terminal grain elevators use 32-oz. 10 280 300 weight of material per cubic foot, 
belts without the rubber cover, = oa pond Table A. For approximate full ca- 
moderately abrasive materials like 14 392 420 pacity of buckets, see Tables B, C, 
sand and clay use 32-0z. duck with (Continued on page 96) 
TABLE B TABLE C 
STANDARD STEEL BUCKETS STANDARD CONTINUOUS STEEL 
(Filled Level with Brim) BUCKETS 
Width Weight in Pounds of One Bucket Weight in F a) ome 
—~ U's. Gauge Capacity Width | Length eight in I —_—o Bucket Capacity® 
Projection —| Cubic x. Along, |———_—-_-____-—_——— — ‘ubic 
Inches 20 18 16 14 12} 10 | 8 Feet Projection} Beit 14 12 10 | 3/16" yr Feet 
74% | 1.1 |....... a. ce | OME 042 7x 4 YS eT a Pee ees ee *g 
Seam 1 2.8. 1......2 ist £6 1 Sa) S6L..... 045 8x 5 8 ri $3 TN ce cogsdhad odin Oa2 
gee SR 2.4 3.0 3.4 4.7} 5.9] 7.3] .087 10x 5% 5.9 2 i eee see "124 
9x5 SS ae 2.5 | 2.7 | 3.9] 5.0] 6.2] .076 12x 6 ” ie Beast 13 16 ae etch a 
2. 2.8 3.4 4.2 5.7] 7.4] 9.2] .129 12x 7 ee Bes 14 18 ge eae 206 
10x5 1.7 | 21 | 2.7 1 29 | 4.2] 5.4] 6.6] .083 14x 8 Be oe 17 21 oD ies : 
EE SE. 2.7 3.4 3.9 5.4] 6.7] 8.4] .110 16x 8 OE ete: face 22 30 2 | = 
i erie 29 136 | 44 |] 61] 7.9| 9.8] .138 18x 8 eee ee 25 33 44 472 
mee is... 3.0 | 3.8 | 4.4 | 6.0] 7.5] 9.4] .143 20x 8 ae We scisadayedn 26 34 45 ‘524 
a Sees 3.2 | 4.0 | 5.0 | 6.8] 8.8] 11 .170 22x 8 Fe Sie te: 28 37 49 576 
I eapiae 3.7 | 48 | 5.9 | 8.11/10 | 13 .226 x 8 - ee aes Site 30 40 53 629 
RR weeps, 3.4 | 40 | 4.7 | 66] 8.3] 10 .166 30 x 12 IE See: Sadee Feet 70 94 1.770 
Mx? Seated: 3.7 4.5 5.6 1.5 27 2 28 36x 12 RR SRR tages Sey: 82 109 2.120 
eee : 42x 12 ie Ses sohiate lesen’ 
ae eae $8 4 45 | 52 t 231 $212 .194 : = : = 
ee Sees 42/50] 61 |] 82/11 |13 .227 
SH pee :3 ry is os 4 . = *Loaded as shown in Fig. 3, representing full capacity 
as? Paenides 4.6 $s $.7 3? 8 % — for elevator inclined 75 degrees. For 60 degrees inclina- 
a. Endeavor deawns . ° . i j i Vg? i - 
aes preteen sre 60 72 110 12 6 357 tion mnanenee capacity by 10%; for vertical elevator sub 
RS Aten: ikea 6.9 | 83 |11 |14 |18 .377 tract 20%. 
ll Reais Bae 7.5 | 89 |12 |15 | 19 423 
TG Sanee ipeenee 7.0 | 83 |11 | 14 | 18 336 
ge Se ew S566 Ss if. 12 458 





























TABLE D 
MALLEABLE IRON BUCKETS, STYLE A 
(Filled Level with Brim) 


Thicknesses of steel commonly employed are approxi- 
mately as follows: For grain, 18 gage; ear corn, 16 or 14 
gage; stone or coal, 12 or 10 gage; heavy ore, 8 gage, 3/16 
inch, or 1/4 inch. 











= Width and | Capacity | Weight of || Width and | Capacity | Weight of 

Malleable buckets are commonly used on mining eleva- Projection tahic Buchete Projection bic Buckets 
tors. Continuous buckets are usually found in stone and Inches Feet Pounds Inches Feet Pounds 
slag plants and in certain mining districts, on inclined 6x4 032 92 || tax 7 225 12 
elevators, fed from a shute. 7x4% .047 3.5 14x 8 . 295 15 

Be | | tt | Bi | | # 
ini i i ~ x ° ‘ x ‘ 

Ra mining companies have adopted —_ byes — 1026 118 a6 2. 3 ‘3e7 y 
able buckets of specia! design, the weights of which are 12x6 "142 79 18x 10 "610 29 
nearly double those shown in this table for corresponding 12x7 192 8.8 20x 10 : 34 
widths and projections. eee = se ental = ed 
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SAN FRANCISCO 
STRIKE ENDS 


Mill Supply and Hardware Houses Involved 


FTER tying up six San Fran- 
cisco hardware distributing 
firms for six weeks, the “inland 
march” of San Francisco longshore- 
men, which for a time threatened 
to close all mill supply houses in 
the city, was settled by agreement 
July 9. Workmen gained some im- 
provement in working conditions 
and wages, but as a union effort the 
strike was termed a failure. 
Ringleader, as in the San Fran- 
cisco general strike of 1934, was 
Harry Bridges, whose left-wing 
group dominates the Pacific Coast 
International Longshoremen’s As- 
sociation. In the strike just termi- 
nated, hardware distributors saw 
an effort by Bridges to extend his 
control over industrial San Fran- 
cisco prior to termination on Sep- 
tember 30 of agreements between 
the I. L. A. and shipowners. 
Beginning June 11, the strike 
spread to involve six distributors, 
directly affecting 300 workmen, and 
indirectly put more than 800 “white 
collar” workers out of jobs. Firms 
closed were Baker, Hamilton and 
Pacific Company; Durham, Carri- 
gan and Hayden Company; Seller 
Brothers and Company; Dohrmann 
Commercial Company; M. Seller 
Company, and Sloss and Brittain. 
Reopening followed negotiation 
of a memorandum of terms as sub- 
mitted by the Wholesale Hardware, 
Housewares and Kindred Lines As- 
sociation to the Weighers, Ware- 
housemen and Cereal Workers local 
No. 38-44, I. L. A. The union vote 
of acceptance was 118 to 21. 
Agreement, reached July 9, was 
announced by Marshall Madison, 
counsel for the wholesalers, and by 
W. G. Denton, president of the 
local. Firms reopened July 10. In 
his announcement Madison said: 
“We have not recognized the 
I. L. A., or that it has any jurisdic- 
tion over our employees or any 
right to represent them, and we 
have steadfastly refused to recog- 
nize the principle of closed shop, or 
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the so-called ‘preferential employ- 
ment’ or hiring halls. 

“We have likewise refused to 
recognize any of the other demands 
originally made upon us which in- 
cluded seniority, and the recogni- 
tion of the so-called sympathetic 
strike.” 

Terms demanded by the union 
were increased wages, closed shop, 
establishment of hiring halls, and 
non-opposition to unions. 

Specifically, the following wages 
were asked: 50c per hour for ap- 
prentices, up to 65c per hour for 
experienced men, one week vacation 
with pay, time and a half overtime, 
time and a half for Sunday, a 
44-hour week, and hiring for not 
less than 4 hours at a time. 

Terms of the agreement provide 
an 8-hour day, a 44-hour week, time 
and a half for overtime and no 
union discrimination by employers. 

Wages granted are: 624c per 
hour or $5.00 per day for stock 
foremen, shipping clerks, receiving 
clerks, checkers, packers § and 
freight handlers; 55c per hour for 
assistant shipping and receiving 
clerks and some other classification ; 
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40c per hour for apprentices the 
first 6 months, 45c the second six 
months, 50c the third, and regular 
pay thereafter. 

One week’s vacation with pay is 
guaranteed after the first year’s 
work, at least 4 hours work are 
guaranteed to men hired on an 
hourly basis, and wages for more 
than 8 hours worked consecutively 
on Saturday or Sunday are 14 times 
the overtime rate. 

Reemployment of strikers with- 
out discrimination was guaranteed. 
Employers agreed to refrain from 
future discrimination for union ac- 
tivities, and unionists agreed to 
refrain from coercion. An em- 
ployee-employer board for impartial 
consideration of employees’ griev- 
ances was provided for. 

While union leaders in the pres- 
ent strike were able to say that 
wage increases amounting to $25.00 
a month were obtained, it is equally 
true that in many cases working 
conditions and wages are substan- 
tially the same as before the strike. 

The Warehousemen’s union in 
San Francisco is old, being particu- 
larly active in public warehouses. 
After an unsuccessful strike in 
1925, it had little strength until the 
general strike of 1934. 

Settlement may be attributed to 
the fact that local distributors have 
long maintained satisfactory em- 
ployer-employee relations and that 
in the present instance they were 
able to steer a course which avoided 
remaining open under strike condi- 
tions and the resort to lock-out. 


WIDE WORLD PHOTO 
The labor troubles which last month touched industrial distributors grew out 
of the Pacific Coast Longshoremen’s strike led by Harry Bridges in 1934. 
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‘6 ELLING is largely a matter 

of human relations. Each 
man, each case must be handled dif- 
ferently.” 

This significant statement epito- 
mizes the sales philosophy of W. B. 
Brown, vice-president and emin- 
ently successful sales manager of 
the Well Machinery and Supply 
Company, Fort Worth, Texas. 

It explains why he spends so 
much time out on the “firing line” 
calling on customers, working with 
the salesmen who operate under his 
direction. 

“T like to get out with the sales- 
men as much as possible because 
every time I do I learn something 
that helps me to help them,” said 
Mr. Brown. 

“Let me give you a concrete ex- 
ample of what I mean. At one time 
we prepared a treatise on a line of 
water meters we are selling, and 
required the salesmen to study it 
and undergo examination. 

“One of our men soon became 
quite successful in selling the line, 
so I decided I would go out with 
him and see how he operated. I 
soon learned that his entire talk 


was about one feature of these 
water meters—the gasket. I asked 
the salesman why he talked about 
this one thing alone, and he replied 
that it was something the customer 
could see. So I was then able to 
point out to him five or six other 
visible features. Since then he has 
become a veritable whirlwind in 
selling this line of water meters. 


Knowing Why Usually Helps 


“Most men who are successful 
in selling don’t know the reasons 
for it. Yet if the reasons are 
pointed out to them, they have a 
better understanding of their own 
strong points, and, as a result, they 
are better able to organize their 
efforts and increase their effi- 
ciency.” 

“Time doesn’t change, you 
know,” Mr. Brown commented. 
“The desire for possession was just 
as great back in the days of the 
oxcart as it is in this age of auto- 
mobiles and aeroplanes. And sell- 
ing was just as necessary in 1931 
as it is in 1936. 

“Of course, it is essential for the 
salesman to know the things he is 
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- WHAT COMES 
FIRST 
IN SELLING? 


An Interview with 


W. B. Brown 


Vice-President and Sales Manager 
Well Machinery and Supply Company 
Fort Worth, Texas 


By 


EDWARD J. McOSKER 


Western Editor 


selling and how they will benefit the 
customers on whom he is calling. 
We train our men thoroughly and 
have schools periodically. But we 
do not have elaborate sales plans, 
nor do we operate under hard and 
fast rules. 

“Rules are made only to be 
broken. Meet each situation as it 
arises, then go back to the rule. 

“Without planned surveys and 
studied investigations, we can con- 
stantly improve our selling indi- 
vidually and collectively, and our 
business methods generally, if we 
will be observant and tackle our 
problems as they come up. One of 
our neighbors down the street paid 
an efficiency expert $10,000, who 
saved $50,000 for the company. But 
the members of the firm had known 
that the uneconomical things un- 
covered by the efficiency man ex- 
isted, and had simply failed to take 
care of them. Had they done so, 
they could have saved $10,000 more 
for the company.” 

Mr. Brown told of an interesting 
incident that might have resulted 
in the loss of a good customer had 
not the situation been met imme- 
diately and intelligently. 

“Some time ago we decided to sell 
advertising calendars to some of 

(Continued on page 81) 
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GREASE and It’s APPLICATIONS 


4 


HAT is a grease, and where 

should it be used? Manu- 
facturer’s recommendation charts 
give data for their products, but 
here is general information: 
Grease, strictly speaking, is a lubri- 
cant which has a soap base mixed 
with mineral oil. Early machines 
had speed, load, and temperature 
requirements that were easily satis- 
fied, hence a few greases would han- 
dle many jobs. But modern ma- 
chines have highly specialized 
mechanisms, all requiring very spe- 
cialized lubricating materials. For 
example, there are different greases 
to meet very high or very low tem- 
peratures, to resist water and chem- 
icals, to lubricate without spatter- 
ing or staining, to be odorless and 
tasteless, to withstand heavy or 
light loads, or high or low speeds. 
Sometimes, several of these condi- 
tions are found together, so the 
possible grease variations run into 
the hundreds. 

Some greases contain hair, yarn, 
or wool. Color may be anything 
from white to black, with the full 
range of colors between. The grease 
may have to be cut with a knife, or 
can be poured from a can. 

Generally speaking, greases are 
used instead of oils when lubricat- 
ing: 

1. Machinery in dirty atmosphere 
—grease seals open ends of bear- 
ings, etc., and prevents grit from 
getting into ball and roller bearings 
and rapidly ruining them. 

2. Inaccessible machinery. Grease 
will continue to lubricate much 
longer than oil, hence should be 
used where bearings may be neg- 
lected at times. Hoists, cranes, 
and similar applications are includ- 
ed in this classification. 

3. To avoid drip. In food plants 
where dripping or spattering will 
spoil foodstuffs, grease is prefer- 
able. Also in paper mills, laun- 
dries, etc., where the stain of spat- 
tered or dripped oil would ruin 
work in process, 

4. Severe operating conditions. 
Very high temperatures, shock 
loads, low speeds, high pressures, 
etc., are better lubricated with 
grease. 
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ra ‘ef 2 : 
GREASE CLASSIFICATIONS 


According to Consistency 





Class 
Name 


re 


Recommendations and Remarks 





Very hard 
No. 5 


Hard 
No. 4 


Medium 
No. 3 


Soft 
No. 2 


Very soft 
No. 1 


Fluid 
No. 0 





High melting point, used for high-temperatures such as 
paper dryers, cement-mill kilns, tube mills, coolers, ball 
and rod mills, calenders, etc. 

For services similar to very hard greases, where temper- 
atures are not extreme, such as stone crushers, coal pul- 
verizers, valve gears, etc. 

Used for ball and roller bearings, high- and low-speed 
governors, gear housings of machine tools, air tools, 
general grease-cup purposes, etc. 

Used for line-shaft bearings, ball and roller bearings, gear 
boxes, general grease-cup purposes. Suitable for 
grease-guns. 

For conditions similar to those for which soft greases are 
recommended, but where temperatures are lower and 
speeds higher. 

Used for air tools, chain drives, textile and wood-working 
machinery, speed reducers, cranes, circulating systems 
of gyratory rock crushers, etc. 





GREASE CLASSIFICATIONS 


According to Commercial Uses 





Class 
Name 


Recommendations and Remarks 








Cup 
greases 


White cup 
greases 


Fiber and 
sponge 
greases 


Ball and 
ro'ler 
bearing 
greases 


Petroleum 
greases 





Usually lime-base greases comprising 80 to 90% mineral 
oil and 10 to 20% of saponified fat, preferably clarified 
beef tallow. Water generally present from traces up 
to 1%. A small amount of emulsified water, usually 
less than 0.4%, added to prevent separation of soap 
and mineral oil and give proper consistency. Melting 
point from 120 to 200 deg. F., depending on the soap 
content. Not considered highest type of lime-base grease. 

Usually made of selected fats, such as mutton tallow, 
very little mineral oil. Contains considerable unsaponi- 
fied fat, are highest in lubricating value and price of 
cup greases. Melting point is low, from 100 to 160 
deg. F. Certain white greases contain pulverized mica 
sold as mica grease. Used in textile mills, canning 
plants, dairies, bakeries, etc. 

Called fiber or sponge greases because of their peculiar 
fibrous or granular structure. Melting point is high, 
200 to 400 deg. F. Cannot be used in presence of water, 
because they readily emulsify with it and easily wash 
from bearing surfaces. If of good quality, can be 
melted and cooled again without altering their consis- 
tency. Contain no filler of any kind. Especially suit- 
able for lubrication of ball and roller bearings. 

Soft greases, composed -of petroleum jelly, or mixtures of 
this with mineral oil, or soft cup greases composed of 
mineral oil thickened with lime, soda or aluminum soaps. 
Generally soda and aluminum-soap greases are superior 
to lime-base greases for ball and roller bearings, since 
these are practically free from water and are disposed 
to separate at high speeds. Essential features of such 
a grease are that it be neutral or slightly alkaline and 
free of water. 

Sometimes called solidified oils; made cold by dissolving 
soaps in mineral oil. Soda, aluminum and lead soaps 
are used. Aluminum-oleate and aluminum stearate (a 
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wa T's 


5. Where running clearances are 
great. All sorts of coarse machin- 
ery—farm tools, etc., may have 
rough-machined bearings to start 
with or they may wear very much. 


In these cases, grease fills better. 

However, greases tend to break 
down under high temperatures and 
speeds more than oils do. They 
create more friction than do oils 








UMI 





Lime combines with rosin 


Class 

Name Recommendations and Remarks 
mixture of stearate and palmitate) used. Mineral oils 
thickened with aluminum soap have non-homogeneous 
nature; viscosity is unstable and the oil is of a slimy 
nature, forming threads when dropped. In water and 
steam the soap settles out and may clog oil grooves, 
piping, etc. Mineral castor oil is made by dissolving 
from 2 to 5% of aluminum soap in a light paraffin oil. 
These so-called greases are used in cotton mills and 

? places where non-splash lubricants are necessary. 

Graphite Usually cup greases to which has been added from 5 to 
greases 20% flake graphite. Widely used in steel mills, cement 

plants, quarries, etc. 

Gear Gear greases may be residuum, lime-, soda-, rosin-base. 
greases Frequently contain dark cylinder oil as a softening 

ingredient. Have high melting point generally. Possess 
good adhesive properties and absorb shock loads. 

Axle Usually made from lime and rosin oil, with or without 
greases addition of mineral oils. 

acid, forming soap which thickens the oil. Usually more 
lime used than necessary to combine with rosin acid, 
excess remaining as filler. Mica, talc, soapstone, etc., 
frequently used as fillers. Suitable for rough service, 
such as cast-iron bearings of farm machinery, etc. 

Wool and Cup greases containing short lengths of woolen or cotton 
yarn yarn. Strands should be from 1.5 to 2.5 in. long. 
greases Longer strands become entangled and make it difficult 

to divide the grease. Used on crane, mine-car, and cer- 
tain types of heavy-duty electric-motor bearings. 

Mine-car Cheap, black rosin greases, generally containing large 
greases percentage of water and filler. Used on mine-car bear- 

ings, switches and tracks. 

Wire-rope Generally cheap greases of either rosin-base or residuum 
greases type. Generally not corrosive, very tacky and adhesive, 

often contain wool pitch, stearing, pitch, etc. 

Launching Tallow substitutes, composed of mixed fats and possibly 
greases some soap, are cheap, and not suitable for lubricating 

bearings. 

Hydraulic Often of rosin-base or residuum type. Black, very adhe- 
greases sive, strong resistance to washing by water, widely used 

where water is present. 

Hot-neck Very hard, of No. 5 consistency, made-from heavy residues 
greases such as wool pitch, stearing pitch, petroleum pitch, 

heavy asphaltic-base mineral oils, thickened with soap 
or rosin grease and containing tale or graphite. 

Block or Very hard, all water has been boiled out. Often supplied 
brick in blocks, shaped to cavities of bearings. Used in steel 
greases mills on roll necks and heavy duty machinery subject 

to high temperatures and shock loads. 

Locomotive | Emulsified mixtures of oil, fat, soap and water, such as 
driving- tallow, palm oil and mineral oil. Soda-base soap con- 
box taining no free water. 
greases 

Anti-rust Do not usually contain a soap thickener, but composed of 
greases neutral refined petroleum jelly and heavy mineral oil. 

Not strictly a grease. Widely used to rust-proof razor 
blades, needles, hand tools, instruments, etc. 

Calender High-melting-point soda-base greases, similar to block 
greases greases. Sometimes packed in canvas bags to apply as 

pads to calender-roll bearings. 

Cold-neck May be block soda-base greases made with black viscous 
greases oils or they may be rosin greases made with black 

‘ residuum oils. Variety of grease used for this purpose. 

Locomotive | Very hard greases usually, of soda-base type, made in 

= round sticks known as grease sticks. 
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because they are heavier in body. 
Thus on very light machinery run- 
ning at high speeds, where internal 
friction is likely to cause all kinds 
of trouble, grease is inferior to oil. 

So to application methods, which 
often are at fault when the custom- 
er says the grease you sold him is 
not doing the job. Wire ropes, 
open gears, chains, and some bear- 
ings are usually greased with a 
paddle, a very unreliable and waste- 
ful method. Excess lubrication is 
thrown off and wasted, and often 
before the operator remembers to 
grease again, the equipment runs 
some time without adequate lubri- 
cation. 

The first step toward improve- 
ment is the hand-operated grease 
cup, in which the cap is screwed 
down enough to force grease out 
of the long-threaded cap into the 
bearing. This also depends too 
much on the human element, unless 
it is of the spring-compression 
type, in which a spring, acting on 
a leather diaphragm, forces grease 
down to the bearing gradually. 
Spring setting can be varied by 
hand to change the rate of feed. 

Sometimes bearings are enclosed, 
so can be packed with grease, 
grease-retaining rings being used 
at the ends of the journals to hold 
it in. This method is quite reliable 
and causes very little trouble from 
dirt getting into the system. It is 
commonly used for lubricating ball 
and roller bearings. The bearing 
should not be filled more than two- 
thirds full. 

Another good system is the 
grease well, in which hard grease 
rests against a bearing or sliding 
surface. The heat of friction 
causes the grease to melt out grad- 
ually and lubricate the sliding sur- 
face. Block greases are usually 
used in this case, the block being 
of special shape to fit the cavity. 

Lastly are the pressure systems, 
possibly quite simple in which a 
hand-operated grease gun is at- 
tached to suitable fittings for 
grease injection, or possibly of the 
type in which compressed air is 
used to force grease into bearings. 
Some modern systems reach pres- 
sures as high as 10,000 lb. per 
sq. in. These systems are very 
positive, forcing grease to the bear- 
ings and also forcing out any grit 
or dirt that finds its way in. 





THIS BOOKLET 
“SOLD’ FACILITIES 
AND EXPERIENCE 


How Mid-States Industrial told an interest- 
ing story of its services and capabilities. 


T IS not always possible to per- 

suade customers and prospects to 
visit the industrial distributor’s 
place of business and see for them- 
selves how well equipped it is to 
serve them. Mid-States Industrial 
Corporation, Rockford, Illinois, has 
done what is next best in an unus- 
ual piece of sales promotion ma- 
terial entitled, “Speaking from Ex- 
perience.” 

This company has prepared an 
exceptionally attractive booklet that 
graphically portrays their facilities 
and experience: With the booklet 
went a letter from Charles W. Lit- 
sey, president and general manager, 
which said in part: 

To Our Friends: 

We received so many fine expres- 
sions from those who visit our plant 
and meet our organization that we 
felt if in a small way we could bring 
to you in picture form, a description 
of our ‘““business home” and the vari- 
ous activities which are carried on 
here, it might be of mutual benefit. 

Hence, it is with a great deal of 





The booklet has an attrac- 
tive cover (at the right) 
and a foreword signed by 
the president. In its 44 
pages are 141 photographs 
showing facilities (like 
those of the pipe division, 
below); installations and 
personnel. 


MID-STATES INDUSTRIAL CORPORATION 


2401 Eleventh Street «¢ 


o/ ssccoscotas be 
THE SWORDS COMPRNY 


Rockford. Llinois 
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pleasure that we have prepared the 
enclosed book entitled “SPEAKING 
FROM EXPERIENCE” for your re- 
view and consideration. 

You will be interested in the pic- 
turization, not only of the large num- 
ber of important installations made by 
this Company, in its varied engineer- 
ing lines, but also in the photographs 
of the personnel appearing through- 
out the book. .. . 

For those who deal with us only in 
a single division we are anxious that 
you should know of the many other 
fine capabilities of this organization. 
For those who know more of our cap- 
abilities, we hope this presentation 
will serve to strengthen their regard 
for us. For those who have not here- 
tofore done business with us, we take 
this manner of presenting an indus- 
trial engineering organization which, 
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from the standpoint of training and 
experience, deserves your recognition. 


The booklet has 44 pages with a 
page size of 84x11 inches. Both 
it and the letter were prepared by 
the photo-offset printing process. 

Most of the space in the book is 
taken up with excellent photo- 
graphs of the company’s quarters 
(exterior, many interiors, trucks) ; 
of work done by the company; and 
of the officers and salesmen. Ex- 
cellent text and captions tell of the 
installations and of the use of cer- 
tain specialized products. The ma- 
terial is divided according to the 
several operating divisions of the 
company. 





1. Hermaphrodite calipers are 
(1) of doubtful value, (2) half and 
half caliper and divider, (3) for 
measuring distances accurately, 
(4) named after the manufacturer, 
(5) used by pipefitters. 


2. A bat is (1) something you go 
out on Saturday night, (2) the 
stick that Babe Ruth used to use, 
(3) a mouse with wings, (4) a 
brick, (5) half a brick. 


3. A soldier is (1) a fellow in a 
uniform, (2) a fellow who stalls 
on the job, (3) a good scout, (4) a 
brick stood on end, (5) something 
used to mend pots. 


4. A headless setscrew is (1) one 
broken in service, (2) one that has 
a head which snaps off when it is 
as tight as it should be, (3) one 
that has an axial socket to fit a 
special wrench, (4) one that has 
nothing outside but threads and 
two ends, (5) one that is unlucky. 


5. An alligator shear is (1) like 
a pair of overgrown nippers set on 
a base and motor-powered, (2) used 
to cut up alligators, (3) used to 
cut pocketbooks out of alligator 
hide, (4) used to cut up scrap, (5) 
s0-named because its blades move 
like an alligator’s jaws. 


6. A punch press is (1) like a 
letter press, only it is used to store 
punches, (2) a machine for punch- 
ing sheet metal, (3) a combination 
of a punch and a push, (4) a ma- 
chine for making punches, (5) a 
machine for making punches bigger. 


7. A sensitive drill is (1) a ma- 
chine that is likely to break down, 
(2) a drill that stops when it gets 
through the drilled piece, (3) a 
small, high-speed, hand-fed drill- 
press, (4) a drill that is only good 


GUESS 


WHAT! 


All salesmen will want to try their hands at 


checking the correct answers. 


When you have 


finished, turn to page 103 for the author’s list. 


for soft materials, (5) a machine 
that likes to be complimented. 


8. Prussian blue is (1) a Ger- 
man who is homesick, (2) a color 
named after a Prussian regiment, 
(3) a gray-green color like the 
German uniforms in the last war, 
(4) a dark blue liquid put on steel, 
(5) used to find out how well a 
journal fits. 


9. A punch gag is (1) one you’re 
likely to get poked for telling, (2) 
a hardened steel block that slides 
in over a punch stem, (3) a device 
for stopping a punch, (4) a device 
for stopping chatter in a punch, 
(5) a threat to hit you if you don’t 
shut up. 


10. A diamond dresser is (1) 
Mae West in “Diamond Lil’, (2) 
a tool for grinding facets on a dia- 
mond, (3) used to true fine grind- 
ing wheels, (4) a man who dresses 
diamonds, (5) a fellow who wears 
a stickpin to work. 


11. A rivet buster is (1) a pneu- 
matic machine for knocking off 
rivet heads, (2) the man who tests 
rivets with a little hammer, (3) the 
man who smashes up old rivets, (4) 
an electric machine for breaking up 
defective rivets, (5) a rivet-test- 
ing machine. 


12. A board drophammer is (1) 
tired of doing the same old thing, 
(2) a machine for making boards 
thinner, (3) used by blacksmiths, 
(4) a machine for dropforging, 
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(5) a machine with boards stick- 
ing up out of the top die, and rolls 
that press against the boards to 
lift the die up. 


13. A bull riveter is (1) the man 
in a packing house who stuns bulls 
with a spike maul, (2) a pneumatic 
riveting press, (3) a strong man 
who drives rivets, (4) the man 


who puts rings in bulls’ noses, (5) 
the man who rivets the rings after 
they’re in. 


14. A steam pump is (1) driven 
by steam, (2) used to pump steam, 
(3) the pump that takes steam 
out of a boiler, (4) really driven 
by air, (5) driven by an electric 
motor. 


15. The three principal types of 
thumbscrews are (1) there’s only 
one, the kind they used to torture 
people, (2) cold-forged, drop-forged 
and malleable iron, (3)  rapid- 
thread, slow-thread and unthreaded, 
(4) steel, brass and iron, (5) 
square-wing, round-ring and oval- 
ring. 


16. A stud is (1) a male horse, 
(2) a gadget for a dress shirt, (3) 
a bolt threaded on both ends, (4) a 
game of poker, (5) a shell that 
didn’t explode. 





POWER TRANSMISSION 
CLUB NEWS 


A Plant Manager’s Credo 


@Some time ago vice - president 
J. M. Shelton of Robert & Com- 
pany, Atlanta, Georgia, laid down 
three articles of a creed which he 
believes should inspire all plant 
managers. I want to repeat them 
here because they give every equip- 
ment salesman a definite clue as to 
the best method of selling his goods 
to the plant manager: 

Mr. Shelton says to the man- 
agers— 

“1. Be accurately informed as to 
the exact condition of your equip- 
ment, and its relative efficiency as 
compared with new machinery and 
processes. This can be done by 
personally making periodic inspec- 
tion of the machinery and sub- 
stantiating your statement con- 
cerning efficiency with the figures 
of actual performance. 

“2. If the various processes in 
your plant are not properly 
arranged, be able to make definite 
recommendations concerning cor- 
rective measures. Excessive costs 


Conducted by 
VICTOR A. HANSON 
Chief Engineer 
Power Transmission Council 


should be proven by actual cost 
figures compared with the savings 
to be effected by proposed changes. 

“3. Before recommending the 
purchase of new equipment, prove 
to yourself the operating economies 
to be effected. This can be done by 
checking actual speeds, labor costs, 
etc., with proposed speeds and 
costs.” 

To plant managers who live up 
to this creed (and there are many) 
the equipment salesman’s job boils 
down to a presentation of facts 
which prove an improvement over 
present conditions. To the plant 
manager who does not think this 
way (and unfortunately there are 
some) the line of attack must still 
be educational. And it’s a smart 
thing in suth a case to show the 
prospect that a little ingenuity on 
his part can correct a bad layout, 
or start a practical modernization 
program without the expenditure 
of a great deal of money, by the 
better utilization of existing equip- 
ment. 

But, first and foremost, you 


Meeting of the Tennessee Valley Power Transmission Club at Knoxville, 
Tennessee, Thursday evening, June 11, 1936. John H. Murrian, president. 


32 


MILL SUPPLIES © AUGUST 1936 


yourself must know what you are 
talking about, and that get’s us all 
right back to the work we are 
doing in the Clubs. 

Selling is an intelligent com- 
bination of education and per- 
suasion. You must educate your 
prospect to see the benefits he will 
obtain from buying your goods, 
and persuade him that he needs 
those benefits more than the money 
they will cost him. 


A Public Utility Lesson 


@ Last year the Tennessee Electric 
Power Company, situated right in 
the backyard of T. V. A., was 
brought face to face with a serious 
loss of income threatened by a rad- 
ical reduction of rates. Did the 
utility take it lying down? No! 
It planned with great care an ef- 
fective selling campaign of educa- 
tion and persuasion among its 
customers. 

Every employee, from president 
to meter reader, was enlisted. Pa- 
tiently and consistently, on every 
possible occasion, the customers 
were told of the advantages of 
using more appliances, of the con- 
veniences of installing additional 
service outlets, of the savings in 
using a sufficiently larger amount 
of electricity to obtain the next 
lower bracket of rates. Cooperative 
marketing plans were effected for 
the sale of appliances, and oppor- — 
tunities were given to every em- © 
ployee to earn additional income by 
completing sales. 

The results of the greatly ex- 
panded sales of energy have com- 
pletely removed the threat of loss 
due to rate reductions, and every 
one—utility employees and cus- 
tomers—is satisfied. Education and 
persuasion did the job, but careful 
planning and cooperative effort 





QEMEMBED 


Wa. Piuuth Conscious Salerman 





THE UNIFORM QUALITY OF 
S OSBORN BRUSHES MAKES AND 
HOLDS SATISFIED CUSTOMERS 


ASK FOR THIS VOLUME-PRODUCING | 
: BE ae a eee 





LOSBOR® 





Outstanding Lines 
that sell each other 


Unbreakable 

High-Speed-Edge 

Hack Saw Blades 
contearaen tines tx ale Uae 


that are both High Speed and Unbreakable—a genuine 
18% Tungsten High-Speed steel cutting edge elec- 


trically welded to a tough alloy steel body—MORE 
TO SELL! 


High-Speed-Edge 
Hole Saws 


+ « « havea much larger market 
than others, for MARVEL hole 
saws have the strength for drill 
He press use and the set for deep 
drilling. The MARVEL High-Speed-Edge makes them 
fast cutting and long lasting, 


|Heavy-Duty 
‘Hand Frame 
F mew type tool that makes 
metal sawing by hand easier, 
faster and more accurate. The 


frame forged from alu 

alloy is rigid, holds blade under mechanical oo 
has machine type (clamp) holders, is a 2-handed tool 
with hand guards and power applied below the line 
of cut—prevents sticking in cut and blade breakage. 


B 


GENERAL PURPOSE HACK SAWS— 
MARVEL No. 1 (Capacity 4” x 4”) 
MARVEL No. 2 (Capacity 8” x 8”) 


LIGHT DUTY HIGH SPEED SAWS— 
MARVEL No. 4B (Capacity 6” x 6”) 


HEAVY DUTY, FULL BALL BEARING, HIGH 
SPEED SAWS— 
MARVEL No. 6 (Capacity 6” x 6”) 
MARVEL No. 9 (Capacity 10” x 10”) 


AUTOMATIC, FULL BALL BEARING, PRODUC- 
TION SAWS— 
MARVEL No. 6A (Capacity 6” x 6”) 
MARVEL No. 9A (Capacity 10” x 10”) 


METAL CUTTING BAND SAV — 
MARVEL No. 8 (Capacity 18” x18”) 
The most universal saw built. 


A NEW 18” MARVEL HYDRAULIC HACK SAW 
MARVEL No. 18 (Capacity 18” x 18”) 








testes Machines 


The most advanced and com- 
plete line of metal sawing ma- 
chines built. Each is outstanding 
- its field. The line includes: 





Marvel Horizontal 
Tapping Machines 


7 sizes, 7 capacities, 7 spindle 
speeds. Low priced horizontal 
tappers that do the work of far 
more complex and costly ma- 
dardized attach ts for all models that 





chines. § 





can be added as needed. 


MARVEL products all the way down the 
line offer the distributor more to sell, more 
sales points and more sales. 


Write for Catalog and Bulletigs 
ARMSTRONG BLUM MFG. CO. 


“The Hack Saw People” 
353 N. Francisco Ave., Chicago, U. S. A. 
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were at the base of the whole work. 
And again, that’s what our club 
program means. Let’s look at the 
way it is working out in the South. 


A Story of Cooperation 


@You’ve all heard something of 
the story of the development of the 
Energy Drive (or flywheel pulley) 
for high speed cotton looms. The 
importance of this development is 
this: Without it a $24,000,000 
market for mechanical] power trans- 
mission equipment was making one 
of the fastest fade-outs in history. 
With it we have demonstrated in- 
creased production at lower costs 
for Modern Group Drive in the 
textile industry — one of our 
biggest sales fields. 

It looks as though, in those 
pieces of cast iron (the flywheel 
pulleys) we have some real gems, 
which though rough are precious. 
With them we shall save that $24,- 
000,000 market and others related 
to it, enlarge them and make more 
permanent the profits in this busi- 
ness of power transmission. 

This is being brought about and 
made possible by intensive coopera- 
tion from two sources: 

First, of course, the national as- 
sociations, M.P.E.A. and P.T.C. 
These are organizations with minds 
geared not to the sale of a product, 
but to the preservation and de- 
velopment of a market; free to de- 
velop and construct ideas for sale, 
and free to stimulate by organiza- 
tion, by education and by persua- 
sion, the sale of those ideas. 

Second, and equally, the Power 
Transmission Clubs, without which 
the national organizations would 
be helpless and completely ineffec- 
tive. The sale of those market- 
building and market - preserving 
ideas which the national organiza- 
tions develop and construct is im- 
possible except as the power 
transmission clubs perform and 
progress. The following story 
illustrates this: 


Atlanta Scores Again 


®@ Here is a Club which has been in 
operation for more than three 
years, never missing a meeting, 
working consistently and with per- 
fect cooperation to execute a 
planned coverage of their territory 
with the Modern Group Drive idea. 
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When the weave room drive situa- 
tion arose, they jumped in and laid 
out a plan that would assure the 
most effective presentation of the 
Energy Drive to the textile in- 
dustry. That plan is working per- 
fectly, and the Atlanta Power 
Transmission Club is doing a grand 
mass selling job today. 

Competition is keen among the 
members of this club, yet here is a 
group of competitors working 
harmoniously and effectively to- 
gether. What are the basic reasons 
for this cooperation? 

First: Every member of that 
Club knows that his competitors 
are human beings, and that they 
must all make a living from the 
same industry. 

Second: Every member knows 
that his customers are interested 
in performance alone, and that the 
idea of more economical production 
must be sold before products. 

Third: Every member is 
thoroughly imbued with the idea 
that when a prospect reacts to our 
sales efforts or sends in an inquiry 
in response to our advertising, that 
prospect is not asking for informa- 
tion about a transmission product, 
but wants to know about systems 
of power transmission which may 
save him money. That being the 
case, it matters not who sells the 
prospect the M.G.D. idea. 

Fourth: The Club Executive 
Committee is constantly checking 
the covering of the field to make 
sure that all plants in the territory 
are being properly contacted on the 
subject of M.G.D. 

Fifth: Every member, realizing 
that to sell the M.G.D. idea takes 
time, but also realizing that that 
time properly spent is vital to his 
business, continually discusses 
M.G.D. ideas with his customers 
and prospects. When he gets a 
reaction from a prospect, he reports 
it immediately to the Club Execu- 
tive Committee, and is thus auto- 
matically made the representative 
of the Club at that plant. He then 
consults with the Executive Com- 
mittee as to additional help when 
and where advisable. 


Change of Address 


@ Regional Engineer W. R. Clen- 
dinning has changed his address 
to Sherwin Arms Apartment, 1521 
W. Sherwin Ave., Chicago, Illinois. 
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KABLE KORO 


| Cen KORD is just plain TOUGH. Kable Kord 
stands the gaff. It’s built tough, to stay tough, on the 
toughest flat-belt jobs. Unique “two-belts-in-one” 
construction gives tighter, no-slip pulley grip— 
means far longer, more efficient working life—and 
delivers more actual pull per square-inch than any 
other flat belt ever made. Kable Kord really cuts costs. 


L. H. GILMER COMPANY : Tacony, Philadelphia 
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Kable Kord is selling bigger and 
BIGGER. Be smart. Find out about 
the Kable Kord franchise. Let us 
show you facts and figures — 
actual proof of the profits you, too, 
can make. NOW — TODAY — with- 
out any obligation — if you want a 
good proposition, 
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Sales Down Slightly In June But Finish First Half 
Well Above 1935 


ALES of industrial supplies in June were off 

slightly from their May “high,” but finished the 
first six months of 1936 in a “blaze of glory,” as the 
Sales Indicator registered 97.2, second only to the 
record 100.6 for May in the recovery drive of this 
index of the supply business. 

All sections of the country with the exception of the 
South, were hit, the most serious drop occurring on the 
Pacific Coast, where labor unrest undoubtedly took its 
toll. The North Atlantic Indicator dropped from 102.9 
to 95.4; that for the Middle West from 102.2 to 100.1; 


the Western from 119.0 to 117.6 and the Pacific Coast 
index from 140.8 to 86.9. On the other hand sales of 
Southern distributors pushed their Indicator up from 
94.0 to 95.5. 

While more orders were received by distributors on 
each working day, the average size of these orders 
dropped about a dollar to $15.63. 

The percentage of total sales represented by Govern- 
ment business was smaller for the second straight 
month, the figure for June being 4.24% against 6.5% 
in May and 8.4% in April. 
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No.5 OF A SERIES OF ADS 
SHOWING YOUR VALVE CUSTOMERS WHY 
A “JENKINS” IS WORTH ALL IT COSTS. 


aeaue 
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eaeene 

seaeeere 
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&*CVUPPOSE you believe in flying ma- 

~ chines, too!” That is what our 
machinists Lynch and Eiaretz would 
have said twenty-five years ago had 
anybody predicted “tools” with which 
they could thread Jenkins valve bon- 
nets or cut seats, four at a time, and 
do it consistently better as well. Yet, 
here is Eiaretz and his giant mul- 
tiple valve-seater...and Lynch with his 
amazing automatic bonnet-threader... 
proud of them because even in this 
modern age few, if any, valve ma- 
chinists have such marvelous tools. 

The only thing old-fashioned in 
Jenkins’ plant is the skill and tradi- 
tional spirit of craftsmanship of Jen- 
kins’ expert machinists. Every modern 
aid is provided to relieve them of 
useless labor so that they can apply 
their skill to the making of a finer 


valve. Twentieth century tools...many 
specially designed for Jenkins Bros. 
...enable them to make a thousand 
valve parts with a uniform precision 
that no machinist could equal with 
ordinary tools. And that precision is 
the reason you are able to interchange 
one Jenkins Valve part for any other 
and still have tight fit. 

Besides its obviously important part 
in making a finer valve, Jenkins’ mod- 
ern equipment benefits valve buyers 
in another way. It lowers the cost of 
Jenkins’ craftsmanship. It makes it 
possible to buy a lifetime service valve 
at a price much lower than the qual- 
ity would otherwise demand. 
JENKINS BROS., 40 White St., New York, N.Y.; 
510 Main St., Bridgeport, Conn.; 524 Atlantic 
Ave., Boston, Mass.; 133 No. Seventh St., Phila- 


delphia, Pa.; 822 Washington Blvd., Chicago, Ul. : 
JENKINS BROS., Lid., Montreal; London, Eng. 


Ss JENKINS VALVES~ made fot Lifeline Stwice 


¥ 
a 


GBROWZE.. CRON... STEEL FOR EVERY NEED 
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TERRITORIAL SALES INDICATORS 




















North Atlantic States 


as t Ses ee ee Smaller orders and a falling off in Government sales accounted for a drop 
oe or in the Indicator for this section, from 102.9 in May to 95.4 in June. Orders 
es =\ Ao averaged only $13.70, as compared with $14.49 the previous month, while 

on “Sana sales to Government agencies fell off from 6.9% in May to 2.2% in June. 
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Southern States 
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130 errr rte | Bucking the trend in other sectors, the Southern States index eased up 
110 tJ | from 94.0 in May to 95.5 in June. This increase was effected in spite of 
2 | a drop in the size of the average order from $17.95 to $17.28. Govern- 
9 . | ment sales increased from 5.8% of the total to 6.2%. 
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Middle Western States 
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iss Ht rH Still holding its better than normal level, the Middle Western Indicator 
| 119 Piero eed | eased off slightly from 102.2 in May to 100.1 in June. Smaller orders, with 
i 4m on mo ee ae oe ee an average of $15.30 against $16.19 the previous month and a drop in the 
| eo PN ghana sd percentage of Government business from 6.4% to 4.0%, account for this 
|< 4-444 slight decrease. 
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| t10 After a resounding increase from the April reading to that for May, 
‘a the Sales Indicator for the Western States dropped off slightly to 117.6, 
| 2 as compared with 119.0 the previous month. Orders, while some smaller, 
| © averaged $20.20, high for the country as a whole. 
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Pacific Coast States 


Hit hard by the labor unrest which plagued business on the Coast, the 
Pacific Coast Indicator registers 86.9 for June after hitting a top of 
140.8 in May. Government sales accounted for 4.0% of the total. While 


this trouble appears to have cleared now, further fireworks are expected 
in the fall. 
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ERMITE Aluminum Paint has opened a 
greatly expanded market for aluminum 
paint because it is ready-mixed! 


Unlike ordinary aluminum paints, Permite 
comes in one single-compartment container, 
and requires no messy mixing on the job. 
When opened, it is easily stirred for imme- 
diate use, as the Permite special synthetic 
vehicle holds the aluminum pigment in sus- 
pension. No waste of time in mixing. And 
there is no throwing away of left-overs, for 
Permite retains its color indefinitely! 


Thus Permite opens the way for every paint 
buyer to take full advantage of the extra pro- 
tection afforded by good aluminum paint. 


With Permite you can “cash in” on the ever 
increasing demand for good aluminum paint. 
You can sell at a fair price because Per- 
mite, in addition to its other advantages, gives 
50% greater coverage, costs less “by the 
foot.” A few good distributor territories are 
still open. For full details of the Permite 
franchise, write today. 


ALUMINUM INDUSTRIES, INC. ¢ CINCINNATI, OHIO 


PERMITE‘ 


COSTS LESS “BY THE FOOT’! 
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TEN YEARS AGO IN MILL SUPPLIES 
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YEARS ARE THE 
HARDEST" SAID GEORGE 

EVANS, ARTHUR PAULL, AND 

OTHER MEMBERS OF BEALS, E 
MSCARTHY AND ROGERS, INCOR- 
PORATED, BUFFALO, AS THIS WELL-KNOWN 
FIRM ENTERED UPON ITS SEOND CENTURY 
OF EXISTENCE. BEALS, M‘CARTHY AND 
ROGERS TRACES ITS DESCENT TO A 
HARDWARE STORE, FOUNDED IN 1826 BY 
SAMUEL F. PRATT. 











. RP SANDERSON COMPANY, 
CAMBRIDGE, MASSACHUSETTS, 
ACQUIRED THE CUTTER AND WOOD 
SUPPLY COMPANY OF BOSTO 
RETAINING, INTACT, THE ENTIR 
ORGANIZATION, THE FIRM 15 
NOW KNOWN AS CUTTER, 
WOOD AND SANDERSON, 





1. C. KEELING, PRESIDENT 
OF THE NASHVILLE MACHINE 
AND SUPPLY COMPANY, WAS A 
VERY BUSY MAN, INDEED, 
FOR, ADDED TO HIS NORMAL . 
BUSINESS BURDEN,HE HAD 

THE JOB OF SUPERVISING four 


,_— J. RADCLIFFE THE CONSTRUCTION OFA WING THE TWO DAY 



















NEW RESIDENCE. MEETING OF THE EXE- 
“y eacey inane CUTIVE COMMITTEE AND 
CINCINNATL WAS _ ‘) is ADVISORY BOARD OF THE 





AMERICAN SUPPLY AND 

MACHINERY MANUFACTUR- 
ERS’ ASSOCIATION, PRESIDENT 
DON 5. BRISBIN EXTENDED 
INVITATIONS TO THE NA- 
TIONAL AND SOUTHERN 
' DISTRIBUTOR ASSOCIATIONS 
TO MEET IN TRIPLE CON 
VENTION WITH THE MAN- 
UFACTURERS IN 1927, 


PLANNING TO THROW 
OFF HIS BUSINESS 
CARES AND SPEND 
THE MONTH AT 
YELLOWSTONE PARK 
WITH HIS WIFE AND 
SONS, POSSIBLY GOING 
ON TO THE PACIFIC 
COAST. 
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= ITS THE FIRST BOLT-OR THE LAST OFA LONG RUN, 


IT MUST GAUGE PERFECTLY 


® Notice the man in the illustration. He has finished setting 
the die blocks in a roll threading machine. He has run the first 
bolt through and is now gauging it. For every size bolt and 
thread Upson has special, accurate gauges. The first bolt, the 
last bolt or any other one that the inspector picks out from time 
to time must gauge perfectly. And the word perfect to Upson 
inspectors means the best fit possible—not tight, not loose, 
but an even, free-running fit that will not jam, bind or strip. 


It’s attention to little things like this that make perfection in 
Upson bolts, nuts, rivets and special headed and threaded 
products. Hundreds of little details and inspections take 
place all the time as a matter of strict routine with Upson 
inspectors. And should a bolt for any reason at all show the 
slightest imperfection, out it goes on the scrap pile to be 
remelted in a heat of steel. 


The next time you order bolts, nuts, rivets or kindred items, 
specify UPSON. You'll find them true to size, accurate in 
shape, strong, clean and threaded for fast, lasting work because 
full attention has been given to the little but important details. 





VISIT THE REPUBLIC EXHIBIT AT THE GREAT LAKES 
EXPOSITION, CLEVELAND, OHIO, JUNE 27—OCTOBER 4. 














Bolts and nuts in all standard and special 
shapes, sizes, alloys and finishes. Standard 
and special rivets of all kinds. Wire rope clips. 
Turnbuckles. Automotive and railroad special 
items. Headed and threaded products for 


every use. Your specialties are our specialty. 


UPSON NUT DIVISION 





Republic Steel 


CORPORATION 


GENERAL OFFICES::--:CLEVELAND, OHIO 


When writing Republic Stecl Corp. fer further information please address Department M8. 
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of Distributors 
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Standing Committees of 
National Association 


@President Ridings of The Na- 
tional Supply and Machinery Dis- 
tributors Association has appointed 
the members of the association’s 
standing committees for the cur- 
rent year as follows: 

Program Committee: J. Robert 
Kelley, chairman, Manning, Max- 
well and Moore, Incorporated; 
P. G. Maddock, Maddock and Com- 
pany, and John T. Potts, The 
Galigher Company. 

Overhead Expense Research 
Committee: G. W. Donahue, chair- 
man, Stacy Supply Company; W. 
W. Edwards, Federal Hardware 
Company, Incorporated; Samuel H. 
Clark, Samuel Harris and Com- 
pany, and Oscar Iber, O. Iber and 
Company. 

Committee on Small Orders: 
E. E. Stvan, chairman, Strong, 
Carlisle and Hammond Company; 
Charles J. Shaw, Barrett Hardware 
Company, and L. L. Brenholts, 
Pittsburgh Gage and Supply Com- 
pany. 

Membership Committee: C. E. 
Curtis, chairman, The Western 
Iron Stores Company; H. A. 
Dayer, Abrasive Machine and Sup- 


E. E. STVAN 


J. R. KELLEY 


In the June issue of MILL SUPPLIES we told about the eastern trip taken 
by the salesmen of Samuel Harris and Company, Chicago, under the sponsor- 
ship of Samuel Clark. They visited many plants in the east, and the above 
photograph shows the salesmen outside of the plant of Simonds Saw and — 
Company, Fitchburg, Massachusetts, one of the plants visited. In the gro 

Samuel Clark, Gordon Clark, Allan Alle, Ray Batz, Andrew Fowler, Ed . 
Bud Gronberg and Iver Hall. Gifford Simonds, general manager of Simonds, 
Ralph Shaffer, Ralph Lawrence, Fiske R. Jones, Clyde Mansur and Roy Baldwin, 


are also in the above photograph. 





ply Company; F. Marsena Butts, 
Butts and Ordway Company; B. H. 
Ackles, The Rayl Company; H. V. 
Waterman, Hendrie and Bolthoff 
Manufacturing and Supply Com- 
pany, and H. E. Howard, Ducom- 
mun Metal and Supply Company. 

Nominating Committee: P. Rid- 
ings, Chairman Ex-Officio, Syra- 
cuse Supply Company; George A. 
F. Perry, Chase, Parker and Com- 
pany, Incorporated; C. Carter Bond, 
Charles Bond Company; Wm. T. 
Todd, Jr., Somers, Fitler and Todd 
Company; F. W. Copeland, H. 
Channon Company; H. V. Water- 
man, Hendrie and Bolthoff Manu- 
facturing and Supply Company, 
and Claude L. Cragin, Cragin and 
Company. 

The association will be repre- 
sented on the Industrial Supply 
Research Bureau Governing Board 
by Carl A. Channon. 

The personnel of the committee 


P. RIDINGS 
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on relations with manufacturers 
has not been completed. 


IS R B Advertising 

Committee Meets 
@ The advertising advisory commit- 
tee of the Industrial Supply Re- 
search Bureau, consisting of C. O. 
Hedner, Yale and Towne Manufac- 
turing Company, C. C. Chamber- 
lain, Jenkins Brothers, and J. F. 
Apsey, Jr., Black and Decker Manu- 
facturing Company, met in Rich- 
mond, Virginia, July 21, to analyze 
material available and to formulate 
plans for the contemplated cam- 
paign in the interest of the dis- 
tributors. 

Rickard and Company was rec- 
ommended by the committee as the 
agency to handle the account and a 
second meeting planned in the of- 
fices of this company on July 28. 

The committee plans to carefully 
study the material and all types of 


G. W. DONAHUE 





PROOF OF THE PUDDING 


HEWITT distributors in every part of the oomntre are marking up new records 
in their industrial rubber goods sales. Their salesmen, too, are reaping the 
financial benefits of larger volumes with HEWITT. And that is the real proof 
of the pudding. For the HEWITT line of industrial rubber goods is built to 
make new customers, and keep them. But that is not all. An aggressive, 
extensive and hard-hitting advertising and sales program is driving home 
HEWITT’s superiority to every industry. As a result, wherever you call, you 
will find a friendly interest in the products of HEWITT. If you are seriously 
thinking about increasing your industrial rubber goods business, it would 


be a good idea to have us tell you about the HEWITT profit franchise. 


BUFFALO | bs | 
CONVEYOR AND TRANSMISSION BELTS PACKING 
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Falling off ladders and improvised sup- 
ports while changing lamps is always 
costly. It accounts for some of the 
60,000 accidental deaths annually — 25 
every working hour — not including 
automobile fatalities. Nearly 260,000 
are permanently injured and close to 
8,000,000 temporarily disabled, accord- 
ing to the National Safety Council. 
Show your customers how easy and safe 
lamp changing can be done from the 
floor with the McGILL Lamp Changer, 
and you’ve made new friends, new sales 
and new profits. 


MSGILL Lam Changer 


The MeGILL Lamp Changer consists simply 
of a stout aluminum pole made up of 5-foot 
telescoping sections, and an aluminum lamp 
changer head, shown at left. Just slip the 
rubber-covered fingers over the lamp and 
turn the pole in your hands to remove or 
insert the lamp. The cord directs the rubber- 
covered fingers to the lamp or socket. Three 
sizes of heads accommodate lamps in sizes 
from 50 to 500 watts. And two simple ad- 
justing sleeves permit each head to handle a 
wide range of sizes with the pole flexible or 
rigid. Send for samples on open account sub- 
ject to return and cancellation of charge. 
Also get specimens of free advertising folders 
and bulletins. Sold only through jobbers. 





Write Box 669 Today 








MANUFACTURING CO, | «iter 


Electrical Pal Quality Lamp 
INDIANA 
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ESTABLISHED 1 


VALPARAISO - 


| MCGILL (= 


















NEWS 


media suitable for use in the cam- 
paign. No definite date has been 
set for its inauguration but the 
recommendations urge sufficient 
time be allowed to lay sound plans 
before spending any money. 

Every effort will be made to 
keep unproductive overhead at a 
minimum. 


Mr. and Mrs. Anderson Run 
Chattanooga Belting 


@ Mr. and Mrs. W. J. Anderson are 
working jointly as officials in the 
Chattanooga Belting and Supply 
Company, Chattanooga, Tennessee, 
with business growing under their 
leadership. 





W. J. ANDERSON 


Mrs. Anderson succeeded her 
father as president of the com- 
pany, following his death five years 
ago, and for the past year and a 
half, Mr. Anderson has been presi- 
dent, while his wife is now 
treasurer. He was formerly con- 
nected with a bank in this city. 

“Last year was one of the best 
years we have had since we have 
been in business,” stated Mr. 
Anderson, “and prospects through- 
out this territory are that we will 
have an even better season. 

“We have recently acquired the 
John A. Roebling’s line of wire 
rope, and will represent them ex- 
clusive. We have also taken on the 
Alemite Company’s line.” 

Over the office of this firm, a 
large sign reads, “We Sell Quality 
that Gives Service.” 

This firm uses descriptive litera- 
ture for promoting its lines, which 
are supplied by its manufacturers 
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@ Not only cutting speed, but safe cutting speed 
plays a large part in your small tool satisfaction. The 
ability of Morse Tools to maintain high cutting speedg 
safely and economically is one of the reasons 


difference.” 


What assures this 


Px better work to prove to himself “there is 
aifference.” 


$u311ND-SHIWNVI"- 
“TAPER PINS-SOCKETS -SLEEVES 





A conveniently located Morse Dis- 
tributor assures prompt service. 


MOR SE 


TWIST DRILL & MACHINE COMPANY 
NEW BEDFORD ... MASS., U.S. A. 


330 anv SdV1- 


aS 


New York Store: 130 Lafayette St. © Chicago Store: 570 West Randolph St. 
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Tough to Beat! 


Atkins Silver Steel Hacksaws . . . the blades 
with the Blue End . . . are tough to beat 
because: 

They are widely accepted everywhere. 

There is a steady demand for them. 

They mean extra profits to you. 

They give you the protection of Atkins guar- 


tee of satisfaction. 


Always be prepared to get your share of this busi- 
ness. For prompt service, send your orders to 
E. C. Atkins and Company, 420 South Illinois 


Street, Indianapolis, Indiana. 





ATKINS Slrex Steel SAWS 


A FAMILY OF CHAMPIONS 
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in pamphlet form. This has been 
found to be very effective in bring- 
ing the products before the cus- 
tomers, as the literature is sent 
out in invoices, letters, statements, 
and so forth. Every mailing piece 
leaving the office of the company 
contains these pamphlets. 

Some of the major lines carried 
by the company are the Manhattan 
Rubber Manufacturing Company, 
Barry Pulley Company, Ohio Valley 
Pulley Works and Jones Foundry 
and Machinery Company. 


J. E. Biggs Heads Biggs and 
Company 

The first of this year J. E. Biggs, 
eldest son of James Biggs, was 
elected president of Biggs and Com- 
pany, Wichita Falls, Texas. James 
Biggs, who died in 1934, was presi- 
dent and general manager of the 
company, and also its founder. Upon 
his death, J. E. Biggs came into 
the organization, taking an active 
part in the management. 





J. E. BIGGS 


Biggs and Company has enjoyed 
a nice increase in business this 
year, both in the supply business 
and in the gin cleaning machinery 
factory, and looking forward to a 
continued increase for the balance 
of this year. 

New lines taken on are V-belts 
and sheaves, and the company is 
also increasing its line of high ten- 
sile strength shafting. 
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‘This plan 
will help you get 
New business / 


VERY distributor will benefit from the publishing plan 

which Mill Supplies has developed for its September 
issue. This issue will provide convincing facts and figures 
based on case studies made in industrial plants, proving why 
it pays to buy from distributors. 


In addition to providing distributors and salesmen with 
valuable sales ammunition, this issue of Mill Supplies con- 
taining an authoritative study of economical distribution, will 
be sent to the major plants of the country which offer 
distributors their greatest opportunity for increased sales. 


Be sure to take full advantage of this outstanding publishing 
service. The extent to which you can profit from Mill 
Supplies’ industry-wide effort will depend upon how you 
follow through. 

Distributors and salesmen will study the September issue 
carefully and use it in their selling. And to assure maximum 
results in their territories, many distributors are ordering 
special copies to send to their prospects. 


You can order copies for your own distribution now by 
using the accompanying coupon. 





MILL SUPPLIES 


330 W. 42nd St., New York 
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for my prospects! 


Yes —I want to be sure of maximum 
results in my territory from the Sep- 


tember issue of Mili Supplies! 


I shall distribute special copies to my 
prospects, and am sending this order 
NOW because I realize these requests 


must all be in before publication. 


Please send me...... copies of your 


September issue. - 


(Price: Single copies, 50 cents; quan- 


tities of 50 or over, 25 cents). 


Coe eee eee eee eseee eres esssses 
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LANTER 


Adds New Lines. 


@ Campbell Hardware and Supply 
Company, Seattle, Washington, 
has added the following lines to 
| its present line of industrial 
| supplies: Pipe, manufactured by 
| A. M. Byers Company; Valves 
manufactured by Ohio Injector 
Company; Dayton Rubber Manu- 
facturing Company’s belts and V- 
pulleys and General Tire and 
mi; Rubber Company’s _ industrial 
‘Wi pneumatic tires. 
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Them 











Copeland Heads Chicago 
Mill Supply Club 


| ®F. W. Copeland, president and 
| treasurer of H. Channon Company, 
Chicago, was elected chairman of 
| the Chicago Mill Supply Club for 
the ensuing year, at a recent meet- 
ing of the organization. William 
T vere is no quibbling about “‘qual- | Pedersen, president of the Peder- 
ity" when you sell a lot of Dietz Lan- | sen Brothers Tool and Supply 
terns to a contractor. He knows that | Company, was chosen vice-chair- 
he can buy no better lanterns, also | man. 
that when he uses Dietz Lanterns as | 
warning lights he will be credited with . , 
hedinn Seles every adequate precau- | Change in Personnel 
tion to guard against accidents. | © Cusack Hardware Company, Phil- 
Dietz Lanterns have been tested for | #delphia, a that Thomas 
generations in the worst storms of Gleeson, formerly telephone order 
every land. Their reputation for relia- | clerk, has resigned to join Bright 
bility is not only paramount in Amer- | and Company, Reading, Pennsyl- 


























ica but they are held in equal regard | V@nla. 

Frank Kenderdine, who has 
served the hardware trade of the 
company for many years, resigned 
after 70 years of active service in 
this field. 


on the other side of the world. 


In addition to unsurpassed lighting | 
power and integrity of performance 
under all weather conditions, Dietz 
Lanterns exhibit characteristics of at- 
tractive design and durability that 
alone make them outstanding and sal- 
able merchandise. 





| osition for die 
Aribytors. 


DEMING PUMPS | 
For All Uses 


(Including) : 
DEEP WELL TURBINES 
CENTRIFUGAL PUMPS. 


Dietz Road Torches also hold high | 


place in their field. You can sell no | 
better. 




















R. E. DIETZ COMPANY : —— esa iverndd 4 
NEW YORK Part of the staff of the Uhrich Supply 

| Company, Kansas City, Missouri, | | - HAND PUMPS 
MAKERS OF LANTERNS FOR i. 


shown above, are ( eft to right): 
THE WORLD . . . FOUNDED 1840 | Frank Uhrich, Miss Pundt, Claude 
Long, D. H. Mulhearn, Miss Long, 


MM M__—,9 Ralph Pundt and C. E. Johnson. 


The DEMING Co. os 


a ee 
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STEEL VALVES - 


‘@NEW— MODERN 
DESIGNS FOR EVERY HY : 
‘HIGH TEMPERATURE a oe 
AND HIGH PRESSURE 7 ) + 
SERVICE DEMAND | ‘tp 


| ae 







ry 





FIG. 6031 
FLANGED END 600 POUND 
GLOBE VALVE 
FIG. 9084 | 
900 POUND TOGGLE OPERATED ~~ 
NON-RETURN VALVE 
WITH WELDING ENDS 


—_————— 


FIG. 1303 -——\/ 
FLANGED END { 


1500 POUND GATE rel 


/ 










FIG. 4023 

400 POUND MOTOR 

OPERATED GATE 

VALVE WITH 

BY PASS AND 
WELDING ENDS 


Powell Steel Valves—available in a variety of ma- 
terials, sizes, and types—with screwed, flanged 
or welding ends—for toggle, motor, or standard 


handwheel operation. See Catalog No. 101. 


L VALVES 


L POWELL CO. CINCINNATI, OHIO 
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“Any possible NE W S 


| New Supply House in Boston 
would favor | @John R. Parry, formerly con- 


| nected with Dodge Haley Company 
| as sales manager, and Chase Parker 


American Company, has opened a mill supply 


house at 165 Pearl Street, Boston. 


Hand Trucks” Frank M. Gosbee, who has been as- 








comparison 











7 IP 

a A statement like this pleases 
us—and should interest 
any man who buys hand 
trucks. It was made by 
the Philadelphia & Norfolk 
Steamship Company on the 
basis of actual experience 
with nearly 400 American J. R. PARRY 
Pressed Steel Hand Trucks. 
“The service on our piers is 
unusually severe,” writes this user of “American” trucks. “We ; , 
transport freight of almost every character, and weuse our trucks | P@st nine years, will take charge 
for all sorts of purposes. Although these trucks are light in weight, of the inside sales, while Mr. Parry 
well-balanced and easy running, they stand up well under the will cover the outside territory call- 
most severe conditions of service and we assure you that any | ing on customers whom he has con- 
possible comparison either of maintenance costs or length of _ tacted for almost 25 years. 

truck life would be greatly in favor of ‘Americans’.”’ | Among the lines carried by Mr. 


There is an American Hand Truck to meet your particular Parry are Nicholson File Company, 
material handling needs. The sooner you standardize on it—the | Morse Twist Drill and Machine 
greater your savings. Write today for the American Hand | Company, Clark Bros. Bolt Com- 
Truck Catalog and make your selection. pany, U. S. Electrical Tool Com- 


pany, Clemson Bros. Incorporated, 
THE AMERICAN PULLEY COMPANY | Irwin Auger Bit Company, Clipper 
4200 Wissahickon Ave., Philadelphia, Pa. 


Belt Lacer Company, Jacobs Manu- 
facturing Company, and many 
others. 











sociated with Mr. Parry for the 












The labor saving, 
floor saving, rubber- 
tired, roller - bearing 
“american” hand 
truck wheel. 


MERICAN 


PRESSED STEE 


HAND TRUCKS 


Globe Magazine Pilots 
Readers Through Plants 


@The bi-monthly magazine issued 
by the Globe Machinery and Sup- 
ply Company, Des Moines, Iowa, 
has instituted an interesting new 
feature, namely, “Little Journeys 
Through Big Industrial Plants.” 
This is a series of illustrated ar- 
ticles on the plants and processes 
of Globe’s leading suppliers. The 
second in the series, appearing in 
| the June-July issue, is on the 
Graton and Knight Company of 
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M ERICAN Ming ro 
Tension Control Motor Base | 
131 Ibs. 
requires American} Open “etre American 





Drive— 
Base Base 


71% Less = hovemst - TT = 





























t sion 58 200 % 
e * od ne Pressure 57 195 oo 58 Ibs 
Initial Belt 
FULL LOAD 
Cb go re oe po 
Ten SiIOn = No Load Full Load Peak Load 






















PEAK LOAD 


Belt Tension 
Beoring Pressure 


The test results.of the American Ten- 
sion Control Motor Base obtained at 
Swarthmore College Laboratory. These 
merit the attention of power users 
everywhere. 


200 200 

















It can be seen that in the tests recorded 
above, at ‘‘no load” the American 
Base showed a reduction of 71% in belt 
tension and bearing pressure. At ‘full 
load” the differential was 34%. Yet at 
“peak load” the American-equipped 
drive delivered positive, non-slipping 
power. The Tension Control Motor Base 





he responded to the unusually heavy load 
ge and provided the correct belt tension 
ry to handle it. 
ws These results on a 7) H. P. spinning 

frame drive furnish new conclusive evidence of the higher overall efficiency 
fr. delivered by American Short Center Drives in the textile field. In other types 
ny, of installations the savings are equally spectacular. Reduced belt tensions 
ine and bearing pressures assure real savings in any industry in increased 
m- 


belt and bearing life, as well as reduced power consumption and 




















m- maintenance expense. This superior performance cannot be duplicated by any 
ed, other type of short center drive! 
per 
nu- Write today for complete information. If you want to 
any make a demonstration of the American Tension Contrcl 
Motor Base in your own plant—for your own satisfaction The tests described above were 
. conducted at Swarthmore College 
and saving—we'll gladly send you a base on approval. by The American Pulley Com- 
» pany, in co-operation with the 
5 College Engineering Department. 
: 
ued 
sup- 


ar- 


c PULLEY COMPANY 


Ae 4200 WISSAHICKON AVE. PHILADELPHIA, PA. 


the 
- of 


ywa, 
new 
neys 
its.”” 
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Fig. 4210 is a Rever- 

sible (two-way) Coa l- 

ant Pump wi h“Bu l- 
In” Relief Valve. 





' 
i . 
be 


are Easy to Sell 


You should be getting your share of the great amount 
of pump replacement business now available. You 


are have the contacts—we have the pumps. 

, 

adie Go after Roper Pump sales in the Industrial, Com- 
or mercial and Consumer markets. Some of these 
: ae markets belong to you. Sell them and boost your 
Kx. Ss 


profits for the remainder of 1936. 


Write for Bulletin MSR-4—TODAY! 


ROPER 


GEO. D. ROPER 


CORPORATION 





ROCKFORD 


oe © SS iiiiwess 
LD ofendable Since 1857 


Fig. 1850 is a One 

Way Coolant Pump 

with “Built-In” Re- 
lief Valve. 


Fie. 2356--without 
“Built-In” Relief Valve. 
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Worcester, Massachusetts. The 
article was written by F. W. Swan- 
son, Jr., secretary of Globe, who 
spent a day in the plant. 

In the foreword to the article, 
the editor explains that because of 
its belief in offering quality and 
service consistently, Globe repre- 
sents only manufacturers who are 
leaders in their field. 

“To constantly keep informed 
and to offer to our trade the high- 
est quality merchandise, inspection 
trips are often made to see the 
products actually in process and to 
discuss future policies with these 
manufacturers,” he states. 


| Wigman Company Uses 
Blotter Advertising Effectively 


@The use of blotters for advertis- 
ing has been found very effective 
by Wigman Company, Sioux City, 
Iowa, which has received many 
comments on this form of advertis- 
ing from its customers. 

The blotters contain photographs 
of the sales staff with information 
regarding each salesman and list- 
ing the territory each man covers. 
In the lower left-hand corner are 
the words, “Mr. ————— will call 
on you during the week of 
and we trust you will have an order 
for him.” 

Another blotter recently sent out 

















Don F. Johnson and Company, Incor- 
porated, Buffalo, New York, shows 
“eight good reasons” for selling equip- 
ment to the monument trades. The 
“reasons” are (left to right): Garnett 
J. Henvis, J. Carl Snyder, Walter 
Sklepik, George Maier, Don F. John- 
son (president), George Yung, Howard 
A. Neubecker and Walter E. Leney. 
In front of the group is a Schramm 
“Utility Jr.”, a sandblast outfit which 
they handle. 
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AND TODAY 





FIFTY-SIX YEARS OF SERVICE TO INDUSTRY AND LABOR 





ly 
In the annals of this nation’s over 2% times, the Thermoid 
e growth during the last half Rubber Company has grown 
. century, many concerms can to an organization over 100 
- point to impressive records of _times its former size. Today it 
service to industry and labor. requires over twenty-seven 
The achievements of Thermoid acres of buildings, affording 
t- are particularly significant. 450,000 square feet of floor 
8. . 
7 Fifty-six years ago, when the space, to house operations 
Il United States claimed roughly that provide livelihood for 
a 50,000,000 people, a crude, more than 6000 people. 
; one-story plant on the outskirts = Thermoid’s constant research 
u 
of Trenton, New Jersey, ee and development have played 
fifteen ee ee mer an active part in improving 
quate cogensaton 7 mechanical operations, sim- 
its limited output. wats ‘ 
plifying and speeding produc- 
While the population of this tion, creating new fields for 
country has been increasing labor throughout the nation. 
Inermoid @ 
= TRANSMISSION BELTING WATER HOSE SAND BLAST HOSE SHEET PACKINGS 
_ CONVEYOR BELTING AIR HOSE WELDING HOSE ROD PACKINGS 
ip ELEVATOR BELTING STEAM HOSE SUCTION HOSE TUBING:*GASKETS 
e 
oe INDUSTRIAL BRAKE LININGS 
hn- 
ard 
my. THERMOID RUBBER COMPANY, TRENTON, N. J. 
hich —_ 
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Sturdy Steel Ousts 
Wood 


Patented 
Patents Pending 


— 


‘Hallowell’? Work-Bench of Steel 


The ready-made, shipped out of stock “HALLOWELL” 
Steel Bench Equipment has already made such head- 
way that you ought to give it serious consideration in 
case you haven’t done so. 


The “HALLOWELL” Line is an honest-to-goodness 
money maker, but as this space is entirely too small 
to tell you all about it, be sure to write us for our 


BULLETIN 445 and others 


And our many salesmen continually working with and 
for Dealers to increase their sales, demonstrate that 
we practice what we preach—Co-operation. 








= 


OUR BEST SELLERS 


“HALLOWELL” Steel Work-Benches 
“HALLOWELL” Steel Work-Tables 
“HALLOWELL” Steel Work-Benches 
Semi-Portable 
“HALLOWELL” Steel-Wood Work-Benches 
“HALLOWELL” Steel-Wood Work-Tables 
“HALLOWELL” Steel Bench Drawers 
“HALLOWELL” Steel Chairs 
“HALLOWELL” Steel Stools 
“HALLOWELL” Foremen’s Desks 
“HALLOWELL” Steel Shop-Furniture 
“HALLOWELL” Steel Floor Trucks 
“UNBRAKO” Hollow Set Screws 
“KNURLED UNBRAKO” Socket Head Cap Screws 
“UNBRAKO” Stripper Bolts 
“UNBRAKO” Pipe Plugs 
Power Transmissien Appliances 























STANDARD PRESSED STEEL CO. 


—- 

BRANCHES BRANCHES 
BOSTON JENKINTOWN NN NEW YORK 
CHICAGO »PE A. SAN FRANCISCO 
DETROIT Box 519 8T.Louls 
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Paul H. Griner, manager of the 
Oliver H. Van Horn Company’s 
branch office in Houston, Texas 
(third from right, front row), to- 
gether with a part of his corps of 
assistants. 





carried the photographs of the com- 
pany’s bowling team, with a short 
history of each man’s talents in 
this special sport. 

A blotter entitled “Another Page 
from the Family Album” carried 
the photographs of “The boys” in 
the office with information similar 
to that printed on other blotters. 

E. L. Vennard, treasurer and 
general manager of the company, 
states that the blotters are one of 
several advertising stunts used by 
the company. 


Ellfeldt Hardware 


Announces Promotions 


@Fred A. Ellfeldt, treasurer and 
general manager of Ellfeldt Hard- 
ware and Machinists Supply Com- 
pany, Kansas City, Missouri, has 
been appointed vice-president, in 
addition to his other duties. 

Oscar Hires has been appointed 
sales manager of the company. 

Walker Shukert and Emil FE. 
Letzig have been added to the sales 
staff as inside salesmen. 


Alden Supply to Distribute 
Yost Vises 


@ Alden Supply Company, Philadel- 
phia, has been appointed exclusive 
distributors in the Philadelphia ter- 
ritory for Yost machinists vises. 
The company has also taken on a 
line of Alemite fittings, guns and 
parts. 
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est in asbestos 





hk & M Asbestos and 


Magnesia Products are recognized leaders of 
the field ... backed by more than 60 years 
of pioneering in the development of insula- 
tions and packings. A complete line, spe- 
cialized for every requirement... sold only 
through established channels . . . assuring you 
of products that are sold right, priced right. 





KEASBEY & MATTISON 
COMPANY amater, Penna. 


The K&M Line is complete: 


Asbestos Gaskets and Packings 

Asbestos Pipe Insulation in sections 
Asbestos Insulation in sheets and blocks 
Asbestos Insulating Cements 


“Featherweight” 85% Magnesia 
Pipe Insulation, Blocks and Lagging 


Refractory Cements, dry and plastic 


Asbestos Paper and Mill Board 
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These Saws 
Sell Easier 
Because They 
Cut Easier 








CRESCENT GROUND 
CROSS-CUT SAWS 


Superiority guaranteed. These saws will cut ten per cent 
more timber, same time and labor being used, than any other 
brand of Cross-cut Saw. 


Write for Cross-cut Saw Catalog and Prices. 


SIMONDS 


SAW AND STEEL COMPANY 


1350 Columbia Road 127 So. Green St. 
Boston, Mass. Chicago, Ill. 
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NEWS 


Builds Steel Warehouse 
Addition 


@A steel warehouse, 190x200 feet, 
with the latest handling equipment 
will be erected by Towner Hard- 
ware Company, Muskegon, Michi- 
gan. G. B. M. Towner, president, 
states that with this addition the 
company will have one of the most 
complete factory and mill supply 
houses in Michigan. 

New lines taken on by the com- 
pany are Dayton V-belts, Dodge 
V-pulleys, Jenkins valves and Holo- 
Krome screws. 


W. D. Allen Brings Out 
New “Red Book” 


@®The W. D. Allen Manufacturing 
Company, Chicago, has brought. 
out “Allen’s Red Book—Number 
84,” a comprehensive catalog of 
the lines distributed and manu- 
factured by this long established 
organization. The book has 446 
pages and cover. An especially in- 
teresting feature of this new cata- 
log is page 49, entitled, “The 
49’ers,” the title being a tie-in with 
the company’s 49 years in business 
and the copy message, which is. 
supplemented by clever cartoons. 
The point put over in the copy 
is the fact that the items described,. 
illustrated and priced are selected, 
that seldom-needed items are elimi- 
nated, though the catalog user is: 
assured that Allen can supply such 





L. R. Korten, who does some of the 
buying and inside sales work for 
Hayden Supply Company, Grand 
Rapids, Michigan, took time out: 
when our photographer called at the: 
office recently. 





The [Really of Bethlehem Bolts 


brings important savings 


N assembly or installation work, 

putting the nuts on bolts and 
running them down, an imperfect 
thread or a slight burr on either 
part means lost time—lots of it. 
There’s a big difference between 
running a nut down easily by hand 
and forcing it down laboriously 
with a wrench on the nut and one 
on the bolt head. 


Bethlehem Bolts and Nuts are 
produced with meticulous care 
and attention to the details of 
manufacture that make them real 
time- and money-savers on as- 
sembly work. The close supervi- 
sion of men who know bolt manu- 
facture as only men can who 
have spent their lives in the work 
results in bolts and nuts that slip 
together freely—though fitting 
with the precision demanded by 
the most exacting specifications. 


And this is only one of the rea- 
sons why users of bolts and nuts 
find Bethlehem such a satisfac- 
tory source of supply. 


Bethlehem’s Lebanon, Pa., 
Plant is geared to make quick 
shipment, with a warehouse stock 
of over 3500 standard items and 
many more “specials.” 

If special physical properties 
are required, Lebanon Plant can 
call on all the knowledge, skill and 
experience of a great steel-making 
organization for the requisite 
materials. 

In Bethlehem’s Lebanon Plant 
you will find all of the elements of 
a highly satisfactory source of 

_ Supply for bolts, nuts and re- 
lated products. 


BETHLEHEM STEEL COMPANY 
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—that Save Time 
and Money because 
of the quick-releasing 
“Cam Lock” feature 
..... the Modern 
Brown & Sharpe 
End Mill design for Keep- 
ing Costs Low. 


“Spiral Two Lipped” 


“Two Lipped’ 


“Spiral” 











Dealers will profit by 

showing customers this 

up-to-date milling equip- 
ment 


Brown & Sharpe Mfg. Co. 


Providence, R. I. 


||BS 


CUTTERS 


Modern - Efficient - Keep Costs Low 
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RAE 


|items. In all, the book covers 
50,000 supply items. 

“We are big enough to take care 
|of your entire requirements, but 
small enough to give your business 
our personal attention,” the 
message continues. “An alert 
organization exclusively occupying 
a seven-story office and warehouse 
building with a five-acre manufac- 
turing division, outside ware- 
| houses, all complete with fast- 
moving stocks, are waiting to give 
|you what you want.” 

“Concentrate Your Buying’ is 
the message on the inside back 
|cover, with a picture of the main 
| Office and warehouse occupying the 
center of the page and lines leading 
|from it to “spots” in which are 
| listed the principal lines handled by 
‘the company. 


Record Delivery 
On Endless Belt Order 


®“How soon can you make sixty 
belts endless?” This question was 
| put to W. H. Steigerwald, president 
| of the W. H. Steigerwald Company, 
Incorporated, Houston, Texas at 8 


|P. M., Saturday, April 4. One of 


the city’s largest manufacturing 
|plants had just met with a disas- 
trous fire. They were in the midst 
of their rush season and it was im- 
perative that they resume produc- 
| tion as soon as possible. 

Here was a most desirable order 
_but its acceptance imposed an al- 
bron impossible time limit. Hours 
|meant dollars to this customer and 
'they wanted these belts in less 
‘than a week. The catch in this 
|order was not the quantity but the 
fact that every one of these belts 
| must be endless. In most cases, the 
making of rubber belts endless is a 
strictly factory operation. If the 











ARE YOU SEEKING “CONNECTIONS”? 


By E. B. Gallaher 
Editor, Clover Business Service 
Treasurer, Clover Mfg. Co. 


S A MATTER OF BUSINESS POLICY, are you seeking “con- 
nections” or are you just buying from hand to mouth from the 
“lowest bidder”? This question is worthy of serious thought. 


For me, as a manufacturer, I would rather have one real “connec- 
tion” than have a dozen “accounts”—even though, for the time being, 
I could get more business from the latter. 


When we make a real “connection,” 
we take each other for “better or worse” 
—we agree to work for each other’s inter- 
ests—to stick together—to fight together 
for business. 


“\ 


MANUFACTURER: 


We are not afraid that some competitor will cut the ground from 
under our feet—nullify the work we have done together. 


The “connection” works both ways. It is equally as important for 
the Jobber as it is for the Manufacturer. 


We have our common problems — we must meet competition in 
quality, price and service, and we must each get a “living wage” out 
of our operations. 


All this, and much more, can be gotten out of a good “connection” 
—it is impossible to realize it in any other way. 


My company has much to offer to the Jobber 
who is seeking a real “connection” for his Coated 
Abrasive materials—we, too, are looking for that 


Jobber. 














E. B. GALLAHER: 

Omer Mfg. —~ Norwalk, Conn, 

_ ou may send me, without obligation, les of: 
CLOVER MANUFACTURING Co. o — 


| Green-Stripe Flint Sandpaper. 


__| Red-Stripe Turkish Emery Cloth 
NORWALK, CONN., U. S. A. | —w Aluminum Oxide Metal-Working 
Cloth. 


~ | Yellow-Stripe Aluminum Oxide Wood-Worklr 
SANDPAPERS Cloth. € ood- Working 























METAL-WORKING PAPERS —— Aluminum Oxide Pet. sccahaa 


AND CLOTHS Orange-Stripe Garnet Paper. 
Orange-Stripe Garnet Cloth. 


WOOD-WORKING PAPERS [Clover Grease-Mixed Grinding Compound. 
AND CLOTHS | Clover Water-Mixed Valve-Grinding Compound ys 











Name 


CLOVER GRINDING AND A — —__—— 
LAPPING COMPOUNDS : : = 


Character of Business 




















MILL SUPPLIES © AUGUST 1936 











HE universal adaptability of rug- 
ged Blackhawk Hydraulics is in- 
dicated by the illustrations on this 
page. Throughout industry, there are 
hundreds of similar applications 
where concentrated hydraulic power 
provides the one right way to do the 
work. Jobs of lifting, bending, mov- 
ing. shaping — all can be handled 
efficiently and safely with Black- 
hawk’s tremendous power, under 
micro-precision control. In many cases 
jobs which formerly required “heat- 
ing” can be done “cold” — quicker, 
and with lower labor costs. 
And Blackhawk Hydraulics — with their com- 
plete range of power capacities—1 to 75 tons 
—enable you to supply exactly the right size 
and type of rugged, dependable hydraulic jack 
for any of those “tough assignments.” Easy to 
“set up.” easy to operate, readily adapted to 
hundreds of industrial uses — Blackhawk Hydrau- 


lics offer the alert Mill Supply Dealer hundreds 
of opportunities to “jack-up” sales and profits. 


Do you want the complete story on Blackhawk 
Hydraulics? Just write, and we'll deliver! 


BLACKHAWE MFG. CO., Milwaukee, Wis. 


Sole Canadian Distributo: 
The Canadian Fairbanks-Morse Co., Limited 
Branches in all Principal Cities 
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distributor had had to handle this 
business in the accepted manner, 
three weeks would have been the 
minimum delivery he could prom- 
ise. Naturally, the customer 
couldn’t afford such a delay. and 
they would be forced to resort to 
use another, and perhaps less satis- 
factory, type of belting. 

As distributors of Goodrich 
Highflex belting, the Steigerwald 
Company had recently installed 
complete equipment for making 
belts endless in their own shop by 
the Plyrock method. Although this 
new belting service had proved 
highly satisfactory, neither the men 
or equipment had ever been sub- 
jected to such a severe test. Evi- 
dently Mr. Steigerwald had confi- 
dence in both, for he agreed to 
deliver the belts within the specified 
time limit. From that moment on, 
this belting department was the 
busiest spot in Houston. 

By eight-thirty Saturday eve- 
ning, a half hour after the order 
was received, a crew of four men 
was on the job. Belting was un- 
rolled and cut to proper dimensions. 
Ends were spliced and placed in 
portable Goodrich electric vulcani- 
zers for final curing. With the 
exception of time-out for food and 
an occasional “cat nap,” this crew 
was on the job continuously until 
work was completed. 

At four-thirty Tuesday after- 
noon, April 7, exactly 68 hours from 
time job was started, the customer 
received final delivery on 60 High- 
flex endless belts. 





An exterior view of the modern 
building that houses the Houston, 
Texas branch of the Oliver H. Van 
Horn Company. Paul H. Griner, 
manager, is justly proud of this 
branch office. 





It's a sure thing that 
we'll make money 


on these orders, Jim 





Every order is a profit-order 
for Parker-Kalon Distributors 


Because distributors are in business 
for profit they have a high regard 
for any order for Parker-Kalon 
Products. There’s no guessing or 
gambling about profits on this line. 
Size of order, competition, seasons, 
good-times or bad times, peace- 
times or war-times, don’t matter. 
Point No. 3 of the Parker-Kalon 
Policy assures profits. And the 
other points make this assurance 
mean something. 


Adherence to a Policy so sound as 
this one is bound to eliminate the 
conditions which “steal” profits. 
It limits distribution, maintains 
prices, minimizes the possibility of 
loss from price declined and“dead” 
stock, protects against non-stock- 
ing distributors, eliminates all 
direct competition. And, while 
doing this, it actively builds sales. 


Is it any wonder that the finest 
Distributors in the country are 
Parker-Kalon Distributors? 


PARKER-KALON CORPORATION 
192 Varick Street, New York, N. Y. 


A HARDENED SELF-TAPPING SCREW 


THE PARKER-KALON POLICY 


1 PRODUCTS: (a) To maintain our position of 

leadership in the manufacture of the most ex- 
tensive line of Hardened Self-tapping Screws and 
other fastening devices. (b) To develop and add 
to our line products of proven merit. (c) To main- 
tain the highest standards of quality in every 
Parker-Kalon Product. 


2 SELECTIVE DISTRIBUTION: To sellonly through 

recognized distributors, and to limit dis- 
tribution of a given product to the number of job- 
bers a territory can profitably support. 


3 PROFIT MARGIN: To provide an adequate 
margin of profit for our distributors. 


4 PROTECTION AGAINST PRICE DECLINES: 
To do everything reasonable to protect our 
distributors against losses through price changes. 


5 PROTECTION AGAINST “DEAD” STOCK: 

To protect jobbers against unsatisfactory 
turnover by exchanging any slow moving stock 
for faster selling merchandise. 
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PRICE MAINTENANCE: To establish and 

strictly maintain resale prices to assure dis- 
tributors a fair profiton every sale, and other bene- 
fits which result from a stabilized market. 


F PROTECTION AGAINST NON-STOCKING 
DISTRIBUTORS: To maintain price differ- 

entials to protect jobbers who carry a repre- 

sentative stock against those who do not. 


8 SALES PROMOTION: To create and increase 
the demand for Parker-Kalon Products by 
consistent direct-mail and publication advertising. 
Also to furnish adequate and effective printed 
matter and other sales helps to our distributors. 


9 SALES COOPERATION: To maintain a force 

of trained sales engineers whose sole func- 
tion is to develop business for our distributors by 
intensive missionary work in the field. 


10 ORDERS AND INQUIRIES: To refer to 
our distributors orders and inquiries re- 
ceived direct from users and prospects. 


FOR EVERY KIND OF ASSEMBLY 





Lil! 











sow BELMONT 


MAKES IT EASIER FOR 
DISTRIBUTORS to SELL 


PACKINGS 























OT ONLY does Belmont supply you the 

N finest quality packings to sell your cus- 

tomers but also the most effective kind of 
sales cooperation. 


Belmont Distributors have the advantage of 
FOUR important sales helps in the Belmont 
Plan of Distributor Cooperation: 


BELMONT ADVERTISING—mo-e 

than 70,000 messages a month in 
leading industrial magazines reach- 
ing buyers of packings. 


BELMONT FOLDERS —each de- 
voted to a specific service to help 
the buyer make his selection. 


3 THE NEW BELMONT CATALOG 
(No. 33)—containing a complete 
presentation of the Belmont Line— 
also specific service recommendations 
to help YOU recommend the right 
type packing for every job. 


THE BELMONT SAMPLE KIT— 

supplied to every distributor's 
salesman. lt displays the major 
types, shows Belmont Quality and 
helps the buyer make his selection. 


-o— 
~ BELMONT — 
-o— 


Belmont Packing for 
Every Service” 





THE BELMONT PACKING & RUBBER CO. 
Butler and Sepviva Streets, Philadelphia, Pa., U. S. A. 
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REEVE 


For Stocking V-Belts 


@The Briggs-Weaver Machinery 
Company, Dallas, Texas, has this 
convenient arrangement for stock- 
ing V-belts. It will be noted that 
this set-up not only makes every 











size of belt easy to identify and 
quickly accessible. but permits 
storing a large stock in a small 
amount of space. 

In the upper row the standards 
on which the various sizes of belts 
are hung are all at the same level, 
sizes of belts tapering off from 
left to right. In the lower row, 
however, the standards or pegs are 
not set in a straight line, the posi- 
tions at which they are placed 
being governed by the lengths of 
belts on the pegs directly above and 
the sizes of the belts each carries. 
In this row, naturally, the longer 
lengths of belts are at the right 
and the shorter ones at the left. 
It will also be noted that the pegs 
are rounded and large so that each 
can accommodate a large number 
of belts. 


Takes on Are Welding 
Equipment 


@Federal Pipe and Supply Com- 
pany, Fresno, California, has taken 
| on the Lincoln Electric Company’s 
_line of Fleetweld electrodes for 
arc welding. J. B. McCormack, 
factory representative for Lincoln 
Company is working direct with 
| the company on this line. 

A complete line of bronze bush- 
ing stock has also been added. 

The company further reports 
that heavy hardware lines are 
moving very good, and that busi- 
ness in general is much better this 
year than in 1935. 
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Macklin wheel grinding 
large planer and boring 
mill tools. 


‘fs Py 


| 
| 
a | 
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Macklin wheel grinding 3” 
drill on Sellars grinder. 





| 




















t You will find Macklin Grinding Whee's efficient and economical 

on all kinds of grinding. They cut coo! and fast while giving i 
| exceptional wheel wear. 

MACKLIN COMPANY 

MANUFACTURERS OF GRINDING WHEELS ' 

JACKSON, MICHIGAN, U. S. A. )) 

Sa'es Offices: Chicago - New York - Detroit - Pittsburgh - Cleveland - Cincinnati - Milwaukee - Philadelph'a ' 
| 
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Chicago Distributors Enjoy 
Golf Outing 


@®Executives and salesmen of 
houses in the Chicago metropoli- 


r a T T E a H A C K 5 AW as L A D e 4 tan district enjoyed a golf tourna- 

ment and outing at the Woodridge 
One way to judge a line is to learn what other Feet . 
distributors think about it. Distributors every- 
where are enthusiastic about Barnes products 


and Barnes service. Here’s just one example 
out of many— 



























AV Vang 





"We have never had a complaint 
from a Barnes product.” 


—J. G. Gilliam, Sales Manager 
James Supply Company 
Chattanooga, Tenn. 








A group on the golf course. F. W. 
Copeland of H. Channon Company 


Ray seated), and (left to right) J. L. Tay- 
e “And,” says Mr. Gilliam, “we have found our dealings a _! Joe Ae hedge »J SD 28 
with the W. O. Barnes Company extremely pleasant. We | Company; E. T. Larsen, E. D. Allen 


Manufacturing Cae. and Will 
consider yours one of our most valuable lines.” Pedersen, Pedersen Brothers Tool and 
Supply Company. 

® Distributors in all parts of the country concur. Repeat 


, , —— . ° Country Club, Lisle, Illinois, 
business from satisfied users everywhere justifies this praise ey So, Heer Lame, Raines 


Thursday, June 18, under the 


of Barnes quality and Barnes co-operation. ~ | auspices of the Chicago Mill Sup- 
: , | ply Club. 

¢ Barnes Blades cut swiftly and smoothly. They retain | Honors at golf went to Sam H. 

their cutting edges over a long period, and give more cutting | Clark of Samuel Harris and Com- 


pany, who won low gross with a 
| score of 85; E. T. Larsen of the 
| W. D. Allen Manufacturing Com- 
| pany, who took low net with a score 


per dollar. The completeness of the Barnes line means that 
your customers will get exactly the right blade for every job. 





® Specially trained factory representatives guarantee proper | of 96-30-66, and F. W. Copeland 
blade application by solving prob- of H. Channon Company, president 
, lems of speeds, feeds, lubrication, of the Chicago club, who was the 

BARNES BLADES | and the like. Such service, carried 


Red Arrow Blades || n year in, year out, builds an ever- 
Special Unbreakable increasing volume of blade business | 
All-Hard Tungsten Te 
The “600” for distributors. 

Flexible Hand | 
Metal Cutting Band- ¢ Have you complete information 


Wiel Frames and Feearding our distributor sales pol 


Blades icy? We shall be glad to furnish 
deiails on request. 













W.O.BARNES CO.INC. 


1297 TERMINAL AVE. DETROIT MICH. Sam H. Clark (left) and Gordon Clark 


of Samuel Harris and Company. Sam 
was one of the two committeemen in 
charge of arrangements for the outing. 
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Frank Delaney, vice-president of Mills & Lupton Supply Co., Chattanooga, says: 


. 


‘KF ae 
| Loyalty to distributors 
; and a quality product is 


‘ 





an unbeatable combination!” 


ago. That was when he obtained his first Sts order. He 
soon found the Sis line of more than 1200 bearing types 
and sizes and transmission appliances pays big dividends because 
scsi’ makes it easy for distributors to sell a quality product. 


M: DELANEY began writing this advertisement 20 years 








Z Today, he says, “It is with a great deal of pride that I look back 

y- on my 20 years’ affiliation with the SoS line and the pleasure it 

~~ has given me to represent it. 

ill 

nd “I have always felt greatly impressed with the whole-hearted loyalty 

evidenced by Sis towards its distributors, which, coupled with 

the high quality of their product, is an unbeatable combination. 

is, 

he “I am glad to say that SiS is one of our major lines and it is our 

iP intention to have it remain so.” 

H. SiS’ can do as much for you. Write us for further information. 

- There may be an S0S franchise for your territory waiting for you. 
a 

a SKF INDUSTRIES, INC., Front St. & Erie Ave., Phila., Pa. 

wn 3664 

ore 

ind 

ent 

the 





BALL AND ROLLER BEARINGS 
_ PILLOW BLOCKS - SHAFT HANGERS 








* Universal Pillow Block 





New Type Blower Box © Type SH Pillow Box 






* SA Type Pillow Block 
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The new catalog of James Supply Co. of Chattanooga, covering mill supplies, 
electrical supplies, and plumbing supplies, is the fourth successive Donnelley- 
compiled catalog issued by this representative Southern house. 


The Most Comprehensive Catalog 
Service in the United States 


% Maybe your business is “different”. 


% Besides mill supplies, you may handle electrical supplies, or plumb- 
ing supplies, or hardware. 


% In addition to mill supply catalogs from coast to coast, hundreds of 
catalogs of electrical supplies, plumbing supplies, and hardware (such as 
Graybar Electric Co., Westinghouse Electric Supply Corp., U. S. Supply 
Co., Morley Brothers) have been compiled by specialized divisions of 
the Donnelley Catalog Department. 


% You may have any desired combination of these services at Don- 
nelley’s—an advantage not to be duplicated elsewhere. 


% Would you like to talk the matter over with a Donnelley supply 
catalog man, without obligation? 


W rite 


R. R. DONNELLEY & SONS COMPANY 


- 
350 EAST TWENTY-SECOND STREET, 


CHICAGO 
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NE AWES 


winner of blind bogey. Mr. Cope- 
land was tied for blind bogey 
honors with Henry Lang of the 
Pederson Brothers Tool and Sup- 
ply Company, but the former was 
victor in matching for the prize. 

Following the tournament a 
dinner was enjoyed, at which the 
prizes were presented. Sam Clark 
and J. L. Taylor, H. Channon Com- 
pany, were the committee in charge 
of arrangements. 


Perpetual Inventory Keeps 
Accurate Stock Record 
@The Murray Company, Dallas, 
Texas, is thoroughly sold on the 
value of its perpetual inventory 
stock record system which is 
illustrated herewith, with O. L. 





oO. L. CUNDIFF 


Cundiff at the “controls.” All pur- 
chases and sales are recorded on 
the cards in the cabinet, and the 
purchase price of goods bought 
are entered on the cards at the 
same time as the quantities pur- 
chased. Each sale of every item 
is checked against the purchase 
price in costing, until the entire 
quantity purchased under that price 
has been exhausted. Then the 
price paid for the next quantity 
bought is used in costing. The 
card records are supplemented by 
an annual physical stock inventory, 
and, according to Wortham Power, 
manager of the mill supply depart- 
ment, the system is very accurate 
and well worth the time and effort 
expended on it. 


Adds Alemite Line 
@ Bicknell Manufacturing and Sup- 
ply Company, Janesville, Wisconsin, 
has added the Alemite line of fit- 
tings to its line of industrial sup- 
plies and will sell them in the 
territory surrounding Janesville. 




























Tell all your customers... 
these abrasive grains stand on end 


READY FOR ACTION! 


Once your customers know the ad- 
vantages of Electrocoated Sanding Paper, 
Cloth and Combination, they will use 
these products until the next great im- 
provement comes along. 


Electrocoating speeds up production, in- 
creases production. It gives a smoother, 
more uniform finish and lowers sanding 
costs. 


And why? Because the paper, cloth and 
combination are sharper, faster cutting. 
That’s the whole story of these electro- 
coated products. 





By an electrostatic process the abrasive 
grains are upended and set on the glue 
coated backing. The grains stand up pre- 
senting their sharpest, keenest cutting 
edges so that they can do a real job of 
sanding. There is a clearance around the 
grain, giving an open, free cutting action. 


Electrocoated products produce more— 
do a far better job of sanding. 





N.Y. 


Sales Offices and Warehouses in New York, Chicago, Philadelphia, Cleveland, Cincinnati, Pittsburgh, Boston, Detroit, Grand Rapids 
(Carborundum and Aloxite are registered trade-marks of The Carborundum Company) 
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Product-improvement, steady and searching, is an Allen 
policy which benefits first the Distributors of hollow screws. Be- 
cause Allen screws are sold only—and always—through indus- 
trial supply Distributors. 


In addition to this basic sales-help, Allen advertises for its 
Distributors. We maintain a sales- promotion department for the 
sole use of our Dealer organization—supplying complete sales- 
building programs to suit prescribed requirements. 


We have perfected plans for sales-clinics, for organized per- 
sonal (missionary) work by factory-trained Allen representatives, 
and other services properly coordinated. These plans and pro- 
cedures have been tested, made workable; results are known and 
proved. 


Practically every sales-assistance Distributors have wanted, 
Allen is already giving. It’s the logical outgrowth of 26 years of 
close-geared work with supply houses. 


THE ALLEN MEG. COMPANY 


Harrrorn. Conn. U.$.A. 
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NEWS 


Mill Supply Executive in 
Favor of Triple Conventions 


@®J. B. Crimmins, president of 
Mills and Lupton Supply Company, 
Chattanooga, Tennessee, is a firm 
believer in triple conventions, and 
after his visit to the convention 
held in May in Atlantic City, stated 
that by attending these conventions 
the transmission of ideas es- 
tablishes understanding relations 
between manufacturers and dis- 
tributors. 

He further stated “we profit 
from association with the manu- 
facturer and the manufacturer also 
profits with his association with 
the distributor. There is no ques- 
tion but what these conventions 
have established a more friendly 
and understanding relationship be- 
tween the manufacturer. 

“T have formed many lasting 
friendships through the conven- 
tions, as well as returned with 
many new ideas for the year,” he 
continued. 

Following the convention, Mr. 
Crimmins visited New York City 
and other points, and while on the 


| The finest catch of drum reported in 
| Virginia this year were caught on May 


27 off Fisherman’s Island near Cape 


| Charles by the three gentlemen shown 


above, in front of their catch, which 


| consisted of 11 drum. George Radin 
| of the Norfolk Linen Supply is left, 


and on the right is L. F. Perkins, 


| secretary of the Henry Walke Com- 


pany, Norfolk Virginia. In the center 
is Edward L. Norman, sales manager 
of Henry Walke. The picture was 
taken to support this unusual fish 
story. 





Part of the staff responsible for the 
fine selling job being done by the 
Federal Supply Company, Oklahoma 
City, Oklahoma, are shown above, as 
follows: left to right, J. C. Fuller- 
ton, secretary-treasurer; C. E. Gay, 
sales engineer; Alma Wolf, stenog- 
rapher; R. E. Swan, sales engineer; 
L. F. Mamoser, purchasing agent, and 
R. J. Stoll, draftsman. Unfortunately, 
Louis Loeffler, president and general 
manager, was away from the city, 
and one or two others were out when 
the picture was taken. 


trip made a tour of the Norton 
Manufacturing Company’s main 
plant. 

“This visit through Norton’s 
plant was worth a great deal to me, 
and I am fully sold on their 
products, as well as better equipped 
with the knowledge of how to sell 
them,” he stated. 

Mr. Crimmins has been with 
Mills and Lupton Supply since 
1910, having started as shipping 
elerk. He became president in 
1932. 


New Lines for Bosler Supply 


® Lifts and jacks manufactured by 
Walker Manufacturing Company 
and Wagner fans have been added 
by Bosler Supply Company, Incor- 
porated, Chicago, to its extensive 
mill supplies line. 


Pipe Handling Simplified 


®@One of the many interesting fea- 
tures of the modern home of the 


H elp satisfy H F R 
DESIRES 


_ and 


PROFITS 
will be 


— of millions, the young 
lady pictured above desires a 
thousand and one products — 
products within the reach of her 
purse. 


Every day Compressed Air 
from Quincy Compressors is 
helping more and more manu- 
facturers to supply these prod- 
ucts at lower prices — prices 
she and her kind can afford to 
pay. These Quincy applica- 
tions are unusual, varied and in- 
teresting. They range from 
stufing sausages to de-airing 
bricks and from sand-blasting 
eggs to operating rock drills. 





FREE Guide to Increased 
Profits 


YOURS 


@BeComrni sseD AiR is helping to 
reduce costs in all the industries 
represented in this picture. SILK 
AND RAYON: agitating and handling 
dyes, cleaning machinery. FURNI- 
TURE: sanding, shellacing, varnish 
ing, rubbing,. filling, cleaning, 
enameling. CosMETICS:. mixing, 
transferring and agitating liquids, 
cleaning machinery. LEATHER: 
pumping water, operating air lifts 
and pressure filters. 


So, wherever your territory 
may be, we can show you hun- 
dreds of places where Quincy 
Compressors will do the job 
cheaper. Write today for FREE 
Compressor Data Book. It 
contains a valuable Check List 
that gives you the right concep- 
tion of Quincy Compressor 
sales opportunities in your own 
territory. Simply fill in and mail 
the coupon below. Quincy 
Compressor Co., Quincy, Illi- 
nois. Branch Offices: New York 
and Chicago. 


UINCY 


Compressors 


Factory trained Quincy men always available for engineering and sales assistance 


Compressor 


Quincy Compnresson Co., Quincy, Illinois. Dept. M-8, 
Gentlemen: Without obligation, please send me FREE Com- 
pressor Data Book with Check List of Quincy Sales Op- 


Data Book 


portunities. 


Waco, Texas, branch of the San 
Antonio Machine and Supply Com- 
pany, San Antonio, is its pipe ware- 
house. The racks, or compart- 
ments, instead of being square 
with the building, are set at an 


Name . 


| 

1 

| 

Contains valuable Check List of | 

Sales Opportunities, helpful En- | ities 
gineering Data, Charts, Tables, | 
etc., pertaining to Compressed 
| 


Air. Sent FREE. Use Coupon. 


eee 
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SAVE GREASE and 
GREASING LABOR 


DIXON’S 
CUP and PRESSURE GUN 
GRAPHITED GREASES 


They withstand pressure, heat and 
moisture where plain greases 
squeeze out, melt out or wash out. 
They don't have to be replaced as 
frequently. The saving in material 
and labor, the assurance of better 
lubrication for longer periods make 
the use of Dixon's Graphited 
Greases true economy. 


Six consistencies, all water insoluble, are 
available—the lightest consistency, No. 0, 


is like heavy oil, the stiffest consistency, | 


No. 5, is like soft tallow—Nos. 3 and 5 


are most generally used. These con- 


sistencies are retained over a wide range | 


of temperature. 


For information about these and Dixon's 
other graphited lubricants, ask for Book- 


JOSEPH DIXON 
CRUCIBLE CO. 


Jersey City, New Jersey 


® 6237 








“SATISFACTION GUARANTEED™ 





—that is the motto 
which explains the 
success of 


VALLEY DISTRIBUTORS 








Standard 
Shaft 
Extension 
Pedestal 
Grinder 
12”—14" 


VALLEY 


ELECTRIC CORPORATION 
4221-27 Forest Park Blvd. 
ST. LOUIS, MO. 


®Valley distributors possess the best 
possible stock-in-trade — satisfaction! 


They can be sure of repeat orders | 


because Valley Ball Bearing Grinders 


enjoy a well-earned reputation for unex- | present worth of the machine may 


celled performance. 


®Valley Grinders are Valley powered — | 


they are driven by Valley motors. Thus | 


every unit is built to a single high stand- | year for any exaggerated claims as 


. | to depreciation or obsolescence. The 
ard of quality, protected by the Valley | 1984 law—Aret applicable to last 


| year’s returns—placed burden of 


Guarantee. 


®We will be glad to give you prices and 
data on the Valley line of Grinders. 


®Sizes from '/,4 hp. Bench to 5 hp. 
Pedestal. 
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angle, which greatly facilitates the 
loading and unloading of trucks. 
The trucks may enter a door at 


| one end of the structure, load or 


unload, and then pass along the 
broad aisle out through another 


| door at the opposite end of the 


building. As the picture shows, 


| the compartments vary according 


to the type and size of pipe each 


| contains and the quantity of each 
| kind maintained. 











Don’t Forget the New 
Tax Laws 
(Continued from page 20) 





assets are over or under depreci- 
ated. It is well worth while look- 
ing into; perhaps you will find de- 
preciation too low and can thus 


reduce profits. 


The tax regulations recognize 


| that plant and equipment may be- 
| come obsolete because of scientific 
| progress, 
| factors other than the physical 
| wear and tear which are the meas- 
_ ure of gepreciation. 


changed conditions or 


If progress in 
machine design is going to make 
obsolete in two years a machine 
which is being depreciated on the 
basis of five years more of use, the 


be recovered in the shorter period 
through obsolescence allowances. 


But this is going to be a poor 


proof of the correctness of such de- 
ductions squarely upon the tax- 
payer who must furnish detailed 
schedules. It is quite probable that 


| this year those requirements will 


be even more strictly enforced. 
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Depreciation, of course, applies to 
capital assets; not to inventory. 

Inventory: Most industrial dis- 
tributors probably check inven- 
tories carefully so that the book 
value is not excessive. Inventories 
may be carried either at cost or at 
cost or market, whichever is lower. 
The second basis applies item by 
item; not to totals. This second 
basis is usually the more desirable 
for mill supply houses. Goods of 
less than expected market value or 
of only scrap value should be valued 
at bona fide selling prices. 

Increasing Costs: During the 
war years much was heard of such 
comments as: “They do that so they 
will not have to give the money to 
the Government.” Sometimes it 
was advertising, sometimes com- 
pany picnics—of course it had to 
be an activity that could legitimate- 
ly be charged to expenses, not to an 
asset account. Taxes never were 
100 per cent of profits; what was 
really meant was that a company 
could reduce its profits, hence save 
on taxes by spending. In effect the 
avoidance of taxes was a discount; 
an $100 item really cost $85 if $15 
of taxes were saved. 

These tax rates are high enough 
so that we shall hear more of that 
sort of conversation. A company 
with large net income which, for 
some reason pays no dividends, 
might thus get a discount of nearly 
a third in the cost of any legitimate 
additional expenses. Not many 
companies will fit those specifica- 
tions; the more usual will be sav- 
ings of 15 per cent and less. 

In considering the tax results of 
various expenditures or other man- 
agerial decisions, the capital stock 
and excess profits tax should not 
be forgotten, even though profits 
have not been great in late years. 

There are other provisions relat- 
ing to these taxes and provisions as 
to other taxes. The surtax on im- 
proper accumulations of surplus is 
continued with new lower rates of 
15 and 25 per cent for companies 
subject to the undistributed profits 
tax. The surtax on personal hold- 
ing companies is continued, but at 





new rates. The so-called “Wind- | 


fall Tax” directed principally 
against shifted AAA taxes—will 
keep people awake in other lines 
and may affect a few mill supply 
houses. The new rates are shown 
in table accompanying this article. 








This Message ss Uddsessed bo Lunkenherme' 
Distubuters and Shei Salesmen. 





Where Valves are Punished by Hard Service 


Recommend 
Lunkenheimer Plug Type 


(tt (ea, : 


tA AHI 


“NS5” Dise and Seat 








If your customers have trouble- 
some throttling and other conditions 
that play havoc with regular seat 
and disc valves recommend Lunken- 
heimer Plug Type Valves, With the 
exclusive and distinctive ‘“NS5” 
Plug Type seats and disc these 
valves offer an effective and satis- 
factory solution to the problem. 


Lunkenheimer Plug Type Valves 
are designed to provide maximum 
resistance to such severe services as 
throttling, drip and drain lines, 
water column and water gauge blow- 
downs, soot blowers, and bleeder 
lines. They are used as throttle 
valves on pumps, engines, compres- 
sors, steam coils, cookers, stills, 
rubber vulcanizing presses, etc. 


However, Plug Type Valves can 
be used to good advantage wherever 
the frequence of operation is greater 
than with the average valve in the 
plant. Valves operated frequently 
are not always closed tight each 
time, with the result that the seat 
faces wire draw and erode. The 
great hardness of “NSS” Alloy and 
the full length plug type seat and 
disc insure better service and longer 
life. 


THE LUNKENHEIMERCS 
—~ QUALITY’ 


CINCINNATI, OHIO. U.S.A. 
NEW YORK CHICAGO BOSTON 
PHILADELPHIA SAN FRANCISCO 


EXPORT DEPT 316-322 HUDSON ST. NEW YORK 


SELL QUALITY - SELL LUNKENHEIMER 
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SALES POSSIBILITES 


IN NEW 


PRODUCTS 


SEE PAGE 72 FOR PRINCIPAL MARKETS 








Reversible Ratchet Wrench 


——— 
—— 


1 A line of heavy duty 
reversible ratchet 
wrenches, known as the “Superector” 
embodies several unique structural 
and design features which are dis- 
tinct improvements in this type of 
tool, according to manufacturer. 
Wrenches have quadruple pawls in- 
stead of the usual two, which provide 
double bearing and strength with 
greatly increased durability, the man- 
ufacturer states. Handles are drop- 
forged to utilize extra strength af- 
forded by pawls. Wrench is made in 
five sizes—24 to 48 inch. Both hex 
and square sockets, with hole extend- 
ing clear through, openings 11/6 to 
45/8 inches, turn nuts on any length 
of bolt. Primary buying officials to 
be contacted in introducing this prod- 
uct are purchasing agent, mainte- 
nance superintendent and master me- 
chanic.—J. H. Williams & Co., 75 
Spring Street, New York City. MILL 
SUPPLIES, August, 1936. 






Valves 





ys A complete line of 
Jenkins “Solder- 
End” valves for 150 lbs. service on 
copper lines has been placed on the 
market, which are being manufac- 
tured by Jenkins under license of 
Mueller Brass Company. With the 
exception of the ends, these new 
valves are identical with standard 
Jenkins valves used for threaded in- 


stallations. Primary buying officials 
to be contacted in introducing this 
product are purchasing agent, super- 
intendent, maintenance superinten- 
dent, chief engineer and plumbing 
and heating contractor architects.— 
Jenkins Bros., 80 White Street, New 
York City. MILL SUPPLIES, Au- 
gust, 1936. 


Air Hose 





3 Hipress air hose, de- 
signed for all types 
of air tool applications, is unique in 
that it is a combination construction 
made in long lengths. The inner car- 
cass consists of four plies of specially 
woven duck. Outer carcass is tight 
braid of high tensile cords which are 
applied with a tension ten times that 
normally used on long length braided 
hose. Between inner and outer car- 
cass is a substantial insulation which 
serves as secondary tube to seal off 
penetration of air through walls of 
hose and to cushion blows from out- 
side. Wrapped construction of inner 
carcass provides ideal backing for 
tube due to fine weave of fabric. 
Tube is made of special rubber ca- 
pable of resisting both oil and heat. 
Rubber cover of hose is compounded 
to withstand abrasion and abuse. Hi- 
press air hose is furnished in three 
sizes, 4”, 3”, and 1”, and will be made 
in 500 foot lengths. Primary buying 
officials to be contacted in introducing 
this product are plant manager, pur- 
chasing agent, superintendent, and 
foreman.—The B. F. Goodrich Com- 
pany, Akron, Ohio. MILL SUP- 
PLIES, August, 1936. 


Industrial Power Plant 


A compact indus- 

trial unit with Ford 
V8 engine is intended as power plant 
for electric welders, air compressors, 
hoists, fire and water pumps, well 
drilling outfits, contractors and oil 
field equipment, and so forth. It util- 
izes heavy duty Ford V8 truck engine 
with large clutch, largest capacity 
truck radiator (25 quart cooling sys- 
tem) six blade (17 in.) fan, new 
style ball bearing water pumps, 
double V belt drive. Unit includes 
complete electrical system. Battery 
and gasoline tank is mounted in base 
and engine is rubber mounted. En- 
gine is equipped with governor. 
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Lcuvered side panels to thoroughly 
enclose engine are supplied with heavy 
screen protecting radiator. Unit can 
also be equipped for operation with 
natural gas instead of gasoline. Pri- 
mary buying officials to be contacted 
in introducing this product are plant 
manager, purchasing agent and main- 
tenance superintendent.—K. R. Wil- 
son, Buffalo, New York. MILL SUP- 
PLIES, August, 1936. 


Electric Drill 





An electric drill, 

“Victor” No. 114, 
light in weight and compact in size, 
has been added to this manufacturer’s 
line of electric tools. It fits easily in a 
tool kit and is designed especially for 
service jobs ‘by plumbers, garage 
mechanics, electricians, carpenters, 
installers of oil burners and air condi- 
tioning equipment, according’ to 
manufacturer. Drill measures 12 
inches in length and weighs 54 
pounds. It has capacity up to 34-inch 
in steel and has universal type motor, 
operating on either d.c. or a.c. cur- 
rent, 60 cycles or less. It has heavy 
duty, 3-jaw chuck and operates at 
load speed of 1400 R.P.M. Motor 
housing and handle are cast in one 
piece from strong aluminum alloy. 
Drill is also equipped with rocker 
motion switch located in _ handle. 
Primary buying officials to be con- 
tacted in introducing this product are 
purchasing agent, superintendent, 
maintenance superintendent, foreman 
and chief engineer—The Stanley 
Rule and Level Plant, The Stanley 
Works, New Britain, Connecticut. 
MILL SUPPLIES, August, 1936. 
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Interested in selling the Pipe 
Wrench for which there is an in- 
creasing demand and which is made 
by a dependable source of supply? 


Sell TRIMO — the Pipe Wrench 
which is in demand because of 
greater strength, safety and econ- 
omy — and which is made by a 
company known for fifty years as 
producers of quality tools, always 
identified by the Red Tag. 


TRIMONT MFG. CO., INC. 
ROXBURY (BOSTON), MASS, 





=, 
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TRIMO PIPE CUTTERS 


Trimo—Barnes and 
Saunders Type 


TRICROME CUTTER 
WHEELS 


Thin Blade Special Analy- 
sis Steel—Silvered te Re- 
sist Rust — Identified by 
red hub. 
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Unit Blower 





The “V” belt drive 

unit blower recently 
developed has an arrangement involv- 
ing Uniblade type “H” blower oper- 
ated by standard frame motor equip- 
ped with “V” belt drive. 
mounted on steel pedestal base, built 
integral with blower housing, making 
a real compact unit, easy to install 
and insuring flexibility of control, 
according to manufacturer. Motor 
supplied with this unit blower is in 
accordance with standard frame sizes 


Motor is | 





| 
| 
| 
| 
| 





so that if it is necessary to inter- | 


change motors, due to change in cur- 
rent characteristics or break-down, 
this can be easily accomplished. 
thereby preventing delays. Primary 
buying officials to be contacted in 
introducing this product are plant 
manager, purchasing agent, superin- 
tendent, maintenance superintendent, 
foreman, chief engineer and master 
mechanic.—Autovent Fan and Blower 


Company, 1805-North Kostner Ave- | 





nue, Chicago. MILL SUPPLIES, Av- | 


gust, 1936. 


Vise Fixture 





Number 602 vise fix- 


ture has_ recently 
been developed to meet the present 
requirements for accuracy in high 
speed tapping and drilling, as well as 
such operations as counter sinking, 
counterboring, and so forth, according 
to manufacturer. Manufacturer claims 
it is simple to operate, easy to use 
and is permanently accurate. The 3- 
point contact jaws are made of 
hardened tool steel, five combinations 
of jaws for handling round stock 
from 3/16 to 1 inch in diameter being 
available. Handle can be adjusted to 
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63 Years of Experience 
and Fair Dealing 


Are behind the Western line of 
standard screw products. 


Modern Methods 
Pioneering through the years in the 


development and use of improved 
machinery and methods, “Western” 
has ever kept abreast and ahead of the 
field in producing quality products. 
Uniformity 

“Western” makes its own steel—there- 
by controlling all processing from the 
raw material to the finished nut, screw, 
etc.. assuring uniformity in the finished 
product. 


Distributor Cooperation 


We have been selling mill supply 
houses for years and our present dis- 
tributors can tell you that we have 
always cooperated to the fullest with 
them. 


One Source 


Let Western become your one source 
for all standard screw products. 


Standard Products Illustrated 
Above 


Hexagon Head Cap Screw 
Fillister Head Cap Screw 
Flathead Cap Screw 
Square Head Set Screw 
Headless Set Screw 

Milled Steel Stud 

Milled Tager Pin 
Hexagon S. F. Nut 
Hexagon Castle Nut 


Socket Products of 


Alloy Steel Heat Treated 
Socket Set Screw 

Socket Head Cap Screw 
Socket Screw Wrench 
Socket Head Stripper Bolt 
Square Head Dog Point 


THE WESTERN AUTOMATIC 
MACHINE SCREW CO. 


Established 1873 
Main Office & Factory—Elyria, O. 


Cleveland Office 
541 Engineers Bidg. 


Set Screw 


Detroit Office 
1477 E. Atwater 
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any position and it is necessary to 
move handle only 30 degrees to re- 
lease a part. Vise base is provided 
with T bolt and slot for mounting on 
machine work table. Primary buying 
officials to be contacted in introducing 
this product are plant manager, pur- 
chasing agent, superintendent and 
master mechanic.—R. G. Haskins 
Company, 4627 West Fulton Street, 
Chicago. MILL SUPPLIES, August, 
1936. 


20-Ton Portable Jack 




















A 20-ton 

portable hydraulic 
jack for heavy duty work, is a unit 
of the Porto-Power line, and consists 
of pump and ram separated by rein- 
forced flexible hose. Ram operates 
at full capacity in any direction, mak- 
ing it adapted for vertical lifting or 
downward push in press frame. Pump 
of jack may be mounted on portable 
wheeled stand or can be carried di- 
rectly to job. Ram unit is connected 
to pump by an 8-foot reinforced steel 
mesh hose. Collapsed, height of ram 
is 10% inches. Plunger travels 43 
inches, while screw extension of 32 
inches gives an overall height of 18 
inches. Ram can be operated in 
crowded quarters, overall diameter of 
unit being 4 inches. Base of ram 
unit is threaded to permit addition of 
heavy extensions or mounting in press 
frame, converting device into con- 
venient 20-ton hydraulic press. Ex- 
tensions may be attached to both top 
and bottom of ram. Primary buy- 
ing officials to be contacted in intro- 
ducing this product are plant man- 
ager, purchasing agent, superintend- 
ent and maintenance superintendent. 
— Blackhawk Manufacturing Com- 
pany, Milwaukee, Wisconsin. MILL 
SUPPLIES, August, 1936. 


Protected Bearings 


The development of 

four new types of 
protected bearings, each designed for 
a particular operating condition, has 
been announced. Bearings are for use 
in gravity conveyors and represent 
the latest designs in grease-protected 
bearings, according to manufacturer. 
Bearings fall into two classifications, 
one for foundry use and the other for 
steel mills. For use under working 
conditions where injurious dust is 
prevalent, a bearing has been designed 
with inner and outer felt seal. Felt 
washers are used in front and back 
of ball race, sealing gap between 
inner and outer races. Felt washers 


capacity 





NEW 





L can BRING YOU 


BUSINESS” 


“T am a necessity in every room of every plant 
your salesmen call on. They buy me and others 
like me in vast numbers and the demand is con- 
stant and never ending. They pay millions of 
dollars yearly for the light we give.” 


“You can get part of that business merely by put- 
ting me in your line. I’m easy to sell. Most indus- 
trial buyers know me and like me because I’ve 
been well advertised for years and I've got a rep- 
utation for giving good, economical lighting ser- 
vice. I’ve brought in new business amounting to 
five figures for some jobbers the first year they put 
me to work. I have a very fast turnover, and I’m 
protected against price decline. Mail the coupon 
now, and make the first move toward boosting 
your volume for 1936.” 


Hyonape Syivania Corp., Salem, Mass., Manufacturers of Incandescent 
mops for over 30 years. Makers of Syuvanta Set-Tested Ravio Tunes 





Salem, Mass. 


tion on Hygrade Lamps. 


HYGRADE SYLVANIA CORPORATION 


Please send me a copy of “14 Reasons 
Why” and details of your jobbers’ proposi- 


Hygrade 




















Name 
gic LAMP BULBS 
City and State 
© 1936, HYGRADE SYLVANIA CORPORATION 
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A DEALER 
JUST WRITES 


“We can assure you that we are proud 
of our very old relations with your firm 
of almost forty years without even the 
slightest hitch occurring.” 


Mr. Dealer: This statement means something. Are 


you interested? 


CARD 
TAP 


S. W. CARD MFG. CO. 
DIVISION OF UNION TWIST DRILL CO. 
MANSFIELD, MASS. 


New York: 61 Reade St.; Chicago: 11 South Clinton St.; 
San Francisco: 121 Second St. 


mee AALLULETTT TTT TY 


Detroit: 6540 Antoine St.; 
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Advertisements like this are selling a eet Oc 

Cling-Surface to thousands of new eo net ee eect been 

users in 1936. Are you stocking it? 55 Paes BES, gs CONE, wish 

Write CLING-SURFACE COMPANY seoo* M1 Sas 8 cot 
1017 Niagara St., Buffalo, N.Y. 5 te cesT or 8S Seite 
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tightly sealed grease within bearing. 
A bearing has also been designed 
which has felt washer, supported by 
steel, built into rear of bearing. 
Steel shield in front has sufficient 
outlet for old grease to escape, but 
is tightly sealed by grease to prevent 
entrance of foreign matter. Third 
type designed to meet preference for 
steel protection, and fourth type has 
stationary outer steel shield to pro- 
tect bearings from molten metal. 
Flared shape of shield throws foreign 
matter away. Primary buying 
officials to be contacted in introduc- 
ing this product are purchasing agent, 
chief engineer and master mechanic. 
Standard Conveyor Company, North 
St. Paul, Minnesota. MILL SUP- 
PLIES, August, 1936. 


Air-Cooled Riveting Hammer 





1 Boyer air-cooled riv- 
eting hammer has 
four currents of exhaust air which 


cool the rivet set. The cross-section 
in cut above shows method by which 
hammer is air-cooled. Areas with 
white arrows indicate two of four 
ports which carry cooling currents of 
exhaust air down length of cylinder 
to nose end and out past rivet set 
head. Where they parallel rivet set 
shank, ports are formed by inner wall 
of cylinder and grooves in a wear- 
resistant hardened steel bushing. As 
shown above, four cooling ports are 
open where nose end of cylinder meets 
base of rivet set head. Primary buy- 
ing officials to be contacted in intro- 
ducing this product are plant man- 
ager, purchasing agent and superin- 
tendent.— Chicago Pneumatic Tool 
Company, 6 East 44th Street, New 
York City. MILL SUPPLIES, Au- 
gust, 1936. 
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Babbitt 





1 Genuine or Tin Base 

babbitt for all appli- 
cations where high speeds, severe 
vibration, heavy shock and impact 
loads necessitate the use of metal with 
high load-carrying capacity and the 
ability to withstand extreme tempera- 
tures, has been added to this com- 
pany’s line. The babbitt is cast in 
5-lb. bars, readily divisible. Primary 
buying officials to be contacted in in- 
troducing this product are purchasing 
agent, maintenance superintendent, 
chief engineer and master mechanic. 
—The Bunting Brass and Bronze 
Company, Toledo, Ohio. MILL SUP- 
PLIES, August, 1936. 


Belt Pulley Bandage 





Contrasit belt pulley 
bandage which per- 


12 


mits operation with slack belts, elimi- 
nating resin and other similar prepar- 
ations, insuring even pull, eliminating 
belt slippage, has been placed on the 


market. Manufacturer states that 
although it is guaranteed for one 
year, it has been found to last usually 
four to five years. Primary buying 
officials to be contacted in introducing 
this product are plant manager, pur- 
chasing agent, superintendent, mainte- 
nance superintendent, chief engineer 
and master mechanic.—Scann-Ameri- 
can Sales Service, 200 Broadway, New 
York City. MILL SUPPLIES, Au- 
gust, 1936. 


Tube Fittings Cabinet 


1 A tube fittings cabi- 

net containing spe- 
cial jobber’s assortment of parts in 
most common use has been announced. 
Cabinets are colored in orange and 
black and are built of heavy-gauge 
steel and arc welded. Cabinets are 
available in two sizes; large size con- 
tains large and very complete assort- 
ment arranged in 48 drawers—2,985 





| 
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ARMSTRONG 


MACHINE SHOP SPECIALTIES 





Instantly adjustable—1 turn of the handle sets or releases, 
Sides are ground true at 90° with bottom—permit drilling 
of perpendicular holes, etc., without taking work from vice. 
Provides means of holding and locating fine work. Handle 
provides leverage against torque. 3 sizes with replaceable 
too'steel jaws. 


ARMSTRONG 
Drill Shifts 
The patented Safety 
Drift saves drills and 
hands. Standard in 
leading plants. 4 
sizes. Plain Drifts, 
drop forged, finished 
and hardened in 4 

sizes. 











ARMSTRONG DRILL HOLDERS 


provide the simplest, safest and most efficient 
means of holding drills when using them on 
the lathe, - Prevent tool breakage or multilation 
and injury to operator. 5 sizes of ‘‘Safety”’ 
holders for taper shank drills; 4 sizes of 
“U-Clamp” Holders for straight shank drills, 
reameis, etc. 





ARMSTRONG SETTING UP TOOLS 


PLAINER JACKS displ the 


pre-sold 
because they are 


ARMSTRONG 


‘“ARMSTRONG’’ on any tool 
earries immediate acceptance for 
96% of the machine shops and 
tool rooms use ARMSTRONG 
TOOL HOLDERS. In this field 
ARMSTRONG is standard, is 
recognized as a guarantee of: 
expert design, and highest qual- 
ity—of strength, handiness and 
dependability. 


If it’s an ARMSTRONG Tool or 
Specialty, it will sell, ‘‘deliver’’, 
give satisfaction and build busi- 
ness. If it’’ ARMSTRONG it 
will come in all sizes and will 
earry a full profit. 


Write for Catalog B-35 


ARMSTRONG BROS. 
TOOL CO. 


“THE TOOL HOLDER PEOPLE” 
305 N. Francisco Ave., Chicago, U.S.A. 
New York Sales and Warehouse: 
199 Lafayette Street 


SAN FRANCISCO LONDON 







10 types 


hanh A 





devices and methods frequently 


and more accurate work. 


NON-SKID JACKS combine easy 





under fillet or on s'oping 
su face. 
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locking work on machine tool bed. Cut 
setting-up time and permit close adjustability 


with great strength and non-escaping feature 
neither base ror top revolve in tightening, 





used for 






operation 


DROP 

FORGED 

STRAP CLAMPS 

With these tools you ate always 

ready for work-—stiff, strong, con- 
venient and SAFE. 
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PRODUCTION WORK 
































ECAUSE of their low cost 


and efficiency, Delta tools 
by the thousands are find- 
ing their way into regular pro- 
duction shops where they make 
possible a new economy in pro- 
duction work. Here is an entirely 
new and unlimited market for 
low-priced equipment. The photo- 
graph shows Delta double-spindle 
Sle-Speed drill press in plant 
of the Blackhawk Mfg. Co., Mil- 
waukee, kmown all over the 
world as the makers of high- 
grade wrenches and other tools. 
The job is that of drilling double 
vent holes in plungers—one 3/8” 
hole anl one 1/16” hole—and pro- 
duction is 105 completely drilled 
plungers per hour. Nothing spéc- 
tacular, of course; just a routine 
Seb wc cee but Delta drills do 
it more cconomically. You'll be 
astonished at their high quality 
and modest cost. 
Write for full details as to how 
Delta tools lend themselves to 
production work. 


Delta Manufacturing Co. 
E. Vienna Ave. 
Milwaukee, Wisc. 


MILWAUKEE INDUSTRIAL BRUSHES 





DURABILT 


DI-BILT 


MONOBILT 


There is no Summer Slump 
in Milwaukee Brush Sales! 


@ Summer months don't cut into sales of Milwaukee Brushes! 
Milwaukee's complete line of bristle, wire, and fibre hand and 
power brushes—standard and special types—are in wide de- 
mand, and their quality assures year-round orders. Every plant 
is a logical prospect. Milwaukee's sales policy provides attrac- 
tive margins. Write for information today. 





THE MILWAUKEE BRUSH MANUFACTURING CO. 
MILWAUKEE, WISCONSIN 


2212-2236 North 30th Street 
INDUSTRIAL BRUSHES AND BROOMS OF 


FOR PRODUCTION AND MAINTENANCE REQUIREMENTS 


UALITY 
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fittings in all—and has two large 
bottom drawers for reserve stocks. 
Same cabinet is also supplied with 
similar representative assortment but 
with 1560 parts in all. Smaller cabi- 
net, containing 1,200 fittings in most 
common use, arranged in 24 drawers, 
with large drawer at bottom, also is 
available. Smaller drawers are all of 
uniform size and each drawer has 
adjustable dividers with outside label 
showing illustration, catalog number, 
size and list price of contents. Assort- 
ments are known as 118-F, 123-F and 
128-F. Primary buying officials to be 
contacted in introducing this product 
are purchasing agent, plant manager 
and maintenance superintendent.— 
Imperial Brass Mfg. Co., Chicago. 
MILL SUPPLIES, August, 1936. 


Drain Rack 


14 This drain rack has 

been developed to 
permit one man to place barrels or 
drums 24 inches above floor for drain- 
ing. Operation is made possible and 
simple by gentle rocker arc and new 
automatic floor lock that locks rack 
in draining position as soon as con- 
tainer is properly tilted. For raised 
or draining position, container is 
tilted slightly toward bung or spigot 
end so all content will drain out. 
Rack is 24 inches in height and is 
intended for either 500 or 750-pound 
containers. It is of all-steel construc- 
tion and is available in plain or caster 
type. Primary buying officials to be 
contacted in introducing this product 
are plant manager, purchasing agent, 
superintendent and maintenance 
superintendent. Barrett-Cravens Com- 
pany, 3255 West 30th St., Chicago. 
MILL SUPPLIES, August, 1936. 
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Flexible Coupling 





15 An improvement in | 
the Diamond flexible 


coupling of chain type has been an- 
nounced. Coupling of new series con- 
sists of two sprockets encircled by 
length of Diamond double-strand 
roller chain. Clearance is provided 
between sprocket teeth and chain side 
plate to permit misalignment of con- 
nected shafts. Coupling is made with 
double strand chain which manufac- 
turer claims gives coupling of given 
size more horse-power capacity and 
permits use on larger shafts for given 
outside diameter. Primary buying 
officials to be contacted in introducing 
this product are purchasing agent, 
maintenance superintendent, chief 
engineer and master mechanic. The 
Diamond Chain and Manufacturing 
Company, Indianapolis, Indiana. 
MILL SUPPLIES, August, 1936. 


Long Shaft Grinder 





16 This new pedestal 
unit is featured by 
ball bearing motor in head and heavy 
duty, long shaft grinders—10, 12 and 
14-inch wheels. Features of grinder 
include: enclosed guards with exhaust 
outlet; spark shields adjustable to 
wear of wheel; adjustable tool rests 
to angle, vertical and lateral posi- 











For Broken Screw Ends with 
the Revolutionary new RIzaID 


tions; enclosed motor; dust-proof ball | 


bearings; heavy shaft, free of vibra- 
tion; water pot; tool tray and starter. 
Extended shaft provides ample room 
for two operators. Made for single 
phase, 60-cycle, in one, two and three 
horsepower; three-phase, 60-cycle, in 
one, two, three and five horsepower. 
Also available for 25 cycle. Guards 
adjustable for wheel wear may be 
furnished for 10 and 12-inch wheels. 
Primary buying officials to be con- 
tacted in introducing this product are 
plant manager, superintendent and 
maintenance superintendent.—Valley 
Electric Corporation, 4221 Forest 
Park Boulevard, St. Louis, Missouri. 
MILL SUPPLIES, August, 1936. 


‘LonGriP” Extractor 





RIZAID "'LonGriP" Extractors take out broken 
threaded ends promptly, every time—even with equip- 
ment running. 


For with FRIED Drills and Drill Guides the broken 
end is drilled to a thin shell, whether it's at the surface 
or in a hole—and without stopping a machine. 


Then drive in the "“LonGriP'’ Extractor. The vertical 
flutes take a full length grip—slipping or reaming jis im- 
possible—the drilled out broken bolt has to come out. 


THE RIDGE TOOL CO., ELYRIA, OHIO 


Lon 


SCREW AND PIPE TRIP 


See your Jobber or write for the whole 
Var, > 4 story of these remarkable tools. 
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The Imperial Brass Manufacturing Company offers exceptional profit 
opportunities because all lnoatl products are sold under one strong 
distributor set up. Let us send you complete information. 


Brass Fittings Copper Tubing 


Markets for Imperial brass fittings exist where 
ever oil, gas, air and chemical lines call for 
tubing. All types are made—Compression 
SAE, Hi-Duty, Brass Pipe Size, Aluminum, and 
Solder. 


serve every customer's requirements, involving 


The Imperial line will enable you to 


gas, oil or air lines on automobiles, trucks, oil 
burners, refrigerators, or air-conditioning. 





Imperial Seamless Soft Copper Tubing is 
double-annealed and cold-drawn to size 
from the best quality copper, and is of 
uniform temper, with smooth exterior and 








SS 
) = 


Ml 





Sp vi Ow" 





Ki interior surface. No finishing defects. 
S Furnished in 25-ft. coils, in attractive 
cartons. 





IMPERIAL BRASS 
MANUFACTURING CO. 


Wherever copper tubing is used, 
there is need for copper tubing 
service tools. Send for our com- 
plete catalog. 


511 S. Racine Avenue 


0 ae ae Cee 














Here It Is! Accurate— 
Speedy — Foolproof 


Wells 
Band Saw 


Extreme precision and 
ability to run continu- 

ously at high speed with- 
out coolant make the 
Wells Band Saw an in- 
valuable tool for reducing 
production and mainte- 
nance costs. Users report savings in time and labor from 

30 to 50%. 


Easy to operate. Any workman can use it without 
lengthy special instruction. Portable. Can be moved any- 
where in the plant at a moment’s notice. Sturdy construc- 
tion. Designed for hard usage and long life. Low cost. 
Learn more about its advantages. Add this item to your 
list and let it help increase your profits. 


WELLS MANUFACTURING CORP. 


315 Seventh Avenue Three Rivers, Michigan 


Metal 
Cutting 





Made in two sizes: 
8” x 16” capacities 
10” x 5” or 5” 
round capacities 


Cuts All 





Kinds of Tubing, 












Angles, Steels and Mill Shapes 
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Mercury Lamp 








She Sapa 
17 An 85-watt mercury lamp 

with light output of 3000 
lumens has been introduced. Actual 
light source igs minute column of mer- 
cury vapor less than 1 inch long 
raised to high brightness within sealed 
quartz tube. Tube is mounted within 
standard T-10 bulb (54 inches long 
and 14 inches diameter) equipped 
with standard screw base. Light 
from lamp possesses color characteris- 
tics generally similar to other mer- 
cury lamps. Although there is some- 
what more red radiation present, 
light is still predominantly “bluish” 
in color quality. Bulb operates 
through ballasting type of trans- 
former on standard arc circuits. 
Primary buying officials to be con- 
tacted in introducing this product are 
plant manager, purchasing agent and 
maintenance superintendent. — Gen- 
eral Electric Vapor Lamp Company, 
Hoboken, New Jersey. MILL SUP- 
PLIES, August, 1936. 


Casein Paint 

1 Modex, casein paint, 
is supplied in pow- 
der form to be mixed with water. 
This method completely avoids any 
possibility of deterioration in the 
package or the necessity for adding 
preservatives to keep the paint sweet, 
according to the manufacturer. Mo- 
dex is a high quality casein vehicle 
lithopone paint made from high 
strength pigments. The manufac- 
turer further states that these ingre- 
dients give the product clarity of 
tone with extraordinary hiding and 
adhesive qualities. It will not peel 
or discolor. Primary buying officiuls 
to be contacted in introducing this 
product are plant manager, purchas- 
ing agent, superintendent and main- 
tenance superintendent.—The Rear- 
don Company, St. Louis, Missouri. 

MILL SUPPLIES, August, 1936. 
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What Comes First 
in Selling? 
(Continued from page 27) 











our customers at the contract price 
given us by the printer,” he said. 
“But one of our customers became 
angry at us because he felt we were 
getting outside our own field and 
taking away bread and butter from 
some other chap. 

“When our salesman told me 
about this, I went to see the cus- 
tomer. I told him that we were 
offering him our contract price of 
eight cents each on these calendars 
so that he could send out twice as 
many calendars as he would be able 
to if he were to buy them direct. 
At the same time, we were keeping 
seven cents per calendar in town 
and saving him money. 

“TI readily admitted that our mo- 
tives were not unselfish. If his 
business increased because of the 
sales promotion work done by these 
calendars, then our business from 
him would increase. 

“He saw the points I made clearly 
enough and was completely molli- 
fied. But there was dynamite in 
this situation which might have 
exploded if we hadn’t faced the 
problem quickly.” 

Mr. Brown’s philosophy in its op- 
eration goes far beyond the meet- 
ing of what are commonly called 
“problems.” It is concerned with 
every sales call and involves know- 
ing the customer, awakening his 
desire for the product you are try- 
ing to sell him (through the proper 
methods), meeting his objections, 
and overcoming his resistance. Sell- 
ing is constantly a case of human 
meeting human, and the salesman 
who has trained himself to handle 
each man and each situation as an 
individual case will get the best 
results, in this sales manager’s 
opinion. 

Development of this ability by 
each of his salesmen is urged by 
Mr. Brown. Since the proper fol- 
low through requires initiative and 
the acceptance of responsibility by 
each sales representative, cultiva- 
tion of these qualities is sincerely 
encouraged. Mr. Brown is willing 
at all times to help his men whip 
their problems, but he likes it best 
when they stand on their own legs 
and handle each situation § in 
strides. 


| 
| 
| 
| 








View you CAN SELL 


DUMORE PRECISION 
For Only $5950 





It's the LOWEST PRICED Dumore-Built 
Lathe Grinder Ever Offered 


There’s another new addition to the Dumore family—the No. 11 
“Spee-Dee”—a lathe grinder designed to bring the many ad- 
vantages of Dumore portable grinders within reach of those 
thousands of shops wishing to invest only a limited sum. In 
addition to being backed by 23 years of precision-tool manufac- 
turing experience, it boasts automatic adjustment of both motor 
and grinding spindle bearings . . . “fog of oil” lubrication .. . 
spindle speeds 6,900 r.p.m. for external work and 30,000 r.p.m, 
for internal . . . forced ventilation for cool running in continu- 
ous duty .. . vibration-less construction . . . and many other 
features heretofore available only in “big” Dumore grinders. 
Announcements to your trade are in the mails now. Get com- 
plete information on this new moneymaker today .. . be 
prepared to “cash-in” on every inquiry. 


MAIL THIS COUPON 


THE DUMORE CO., Dept. 166-H 


Racine, Wis. | 
Send complete information on the New i 
Dumore No. 11 Lathe Gveinder. r 


Name ..... 


GRINDE eS Company 


oe .-. State . 
=? cee ee ee ey ees ee ee ee ee ee eee ees ee ee 


(Price of the No. I! Grinder Slightly Higher West of the Rockies and in Canada). 
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American Association 
Committee Appointments 


@George Halpin, president of the 
American Supply and Machinery 
Manufacturers Association, an- 
nounces the following committees: 

Distributor Relations Commit- 
tee: H. F. Seymour, chairman, 
Columbian Vise and Manufacturing 
Company; David C. Jones, Lunken- 
heimer Company; H. P. Ladds, 
Lamson and Sessions Company; 
Robert B. Skinner, D. E. Whiton 
Machine Company, and A. A. Mur- 
fey, Cleveland File Company. 

Membership Committee: Roger 
Tewksbury, chairman, Oster Wil- 
liams. Vice-chairmen of the prod- 
uct groups are members of the 
membership committee. 

Sales and Promotional Litera- 
ture: Thomas Robins, Jr., chair- 
man, Hewitt Rubber Corporation. 
Mr. Robins at the present time has 
the chairmanship of this commit- 
tee under advisement. 

Industrial Exhibits Committee: 
L. M. Knouse, chairman, Stanlev 
Electric Tool Company; H. K. 
Clark, Norton Company, and D. W. 
McAllen, SKF Industries, Incor- 
porated. 





























































































R. TEWKSBURY 





H. ?. SEYMOUR 


Bethlehem Steel Opens 
Strip Mill 


@Formal opening of Bethlehem’s 
new continuous strip-sheet mill at 
Lackawanna, New York, con- 
structed at a cost of $20,000,000.00, 
took place June 30, before a group 
of 60 editors of leading newspapers 
and magazines. Bethlehem Steel 
Corporation officials were the hosts 
of the occasion, headed by C. M. 
Schwab, chairman, and E. G. Grace, 
president. 

Prediction of a wide increase in 
the consumer demand for sheet 
steel was made by E. G. Grace. 

“Bethlehem’s entry into the strip- 
sheet markets through its new con- 
tinuous mill at Lackawanna is the 
result of increasing demands for 
flat-rolled products, and the antici- 
pation of further extension of this 
field by reason of quantity, quality, 
and economy of operations and 
products,” he said, referring to the 
official description of the mill issued 
by the company today. 

“The so-called flat-rolled products 
consist of plates, skelp, sheet bar, 
strip, sheets, and tin plate. Their 
production in quantity has been 
cteadily increasing from year to 





T. ROBINS, JR. 
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Finishing train transforms slab into strip at Bethlehem’s new continuous strip- 
sheet mill. 


year, particularly strip and sheets, 
until today the latter two alone ac- 
count for over 30 per cent of the 
total finished steel commodities pro- 
duced. Starting in 1911 with 
1,358,000 tons of sheets for the 
year, it reached a new high point 
of 7,823,000 tons of strip and sheets 
in 1935. 

“The automobile is, of course, re- 
sponsible for a considerable portion 
of this increase, but in addition to 
the use of strip and sheets for that 
purpose there has been a cor- 
responding enlargement of the field 
for ducts, containers, siding, roof- 
ing, furniture, and formed and 
stamped products. Their possible 
application in many new forms 
leads us to the opinion that the 
flat-rolled products are destined to 
even more extensive use. 

“The adoption of rolling both hot 
and cold rolled sheets by the con- 
tinuous method has produced qual- 
ity, accuracy, and economy.” 

Bethlehem’s continuous _ strip- 
sheet mill has an estimated annual 
capacity of 600,000 gross tons. It 
brings the capacity of the indus- 
try’s continuous mills up to an 
annual capacity estimated at about 
8,500,000 tons in 1936. 

The new mill consists of eleven 
main buildings, and five smaller 
ones with twenty-two acres of floor 
space. It has complete facilities for 
hot rolling and processing of coiled 
strip and sheets. It is the largest 
single enterprise undertaken by 
Bethlehem in recent years. 


Republic Steel Appoints 
Louisville Distributor 
@®Conner Manufacturing Company, 
Louisville, Kentucky, has been ap- 
pointed distributor of Enduro 
Stainless Steel, serving north- 






















In the making of sandpaper 
by the ‘electrostatic process 
each particular abrasive 
grain acquires an electrical 
charge and is pulled through 
the static field by thousands 
of volts of power and embed- 
ded on end in the glue ap- 
plied to the backing. The 
same process arranges the 
abrasive grains at equal 
minute distances apart— 
which assures long wear and 
even cutting. 

















Electricity 
Adds Lasting Power to These Abrasives! 


Aluminum Oxide is widely recognized as a tough, long- 
lasting abrasive. Armour’s Electro-coated Alundum and 
Garalun (Aluminum Oxide) have all of the cutting efficiency 
of this famous abrasive — plus—the fact that the grains 
are electrostatically aligned for uniform cutting, on either 
cloth or paper backing in a coating of Armour Animal Glue 
that holds with bulldog tenacity. 


Your customers will want to enjoy the advantages in 


ABRASIVES 





Recommend Armour’s Alundum 
and Garalun (aluminum oxide) on 


P cloth or paper backing instandard 
speed and economy that these Armour abrasive products elses toe al weed and metal werk- 
e ing uses requiring a hard, even- 

make possible. 


cutting, long-lasting abrasive. 


ARMOUR SAND PAPER WORKS 


Division of ARMOUR AND COMPANY 


GENERAL OFFICES: CHICAGO 
Stocks Distributed from branches in following cities: 
BOSTON NEW YORE BUFFALO PHILADELPHIA MILWAUBEE DETROIT PITTSBURGH CLEVELAND a 
INDIANAPOLIS ST.LOUIS SAN FRANCISCO LOS ANGELES SEATTLE’ HIGH POINT. N.C, GCHAR ag 
"AG 
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lr YOU consider brushes a small 
part of your business, better keep an 
eye on them. In either production or 
plant maintenance — whether you use 
one or one thousand—proper brushes 
are essential to efficiency and economy. 


Pittsburgh Plate Glass Company has 
been called upon by every branch of 
industry to answer brush problems of 
all varieties. As a result, starting with 
manufacturers’ requirements, we have 
developed a comprehensive line of wire 
brushes—from Perfect Balance Rotary 
Brushes to Multiple Section and Spiral 
Wound Rolls, “Red Center” Wire 
Wheels, Tampico Sections, Wire Cups, 
Uni-Fill Scratch Brushes, and many 
other special types. 


But that’s not all. Backed by the ex- 
perience gathered in solving thousands 
of previous problems, our engineers are 
ready to study and suggest the right way 
to meet the brush requirements of new 
concerns or established firms which are 
expanding. 


Why not let us send you our free il- 
lustrated catalog of the types of brushes 
you are interested in? Or tell us the 
problem and perhaps we can make a 
helpful suggestion. A request incurs 
no obligation. Just write to Pittsburgh 
Plate Glass Company, Brush Division, 
Baltimore, Md. 


Copyright 1936 by Pittsburgh Plate Glass Co. 
WIRE AND TAMPICO SECTIONS 


ABRASIVE 
WIRE WHEELS 


SCRATCH 
BRUSHES 


URG+#H 


A PRODUC 
os!) ESB 
PLATE GLASS COMPANY 
BRUSH DIVISION « BALTIMORE MD 
Also manufacturers of Gold Stripe Brushes 


and nationally known paint products 


NEWS 


| western Kentucky with a complete 
| stock of sheets, according to an an- 
|nouncement by N. J. Clarke vice- 
|president in charge of sales of 
Republic Steel Corporation, Cleve- 
land, Ohio. 


| 
} 


Black & Decker Adjusts 
Labor Difficulties 


@Labor difficulties at the Kent, 
Ohio plant of the Black and Decker 
Electric Company, were satisfac- 
torily concluded as a result of a 
series of joint conferences held the 
latter part of June. A mutually 
satisfactory agreement was reached 
on Monday evening, June 29, be- 
| tween the management of the Black 
and Decker Electric Company and 
the shop committee. 

The terms of the agreement 
were approved by the membership 
at a special meeting held Tuesday, 
June 30. Both sides to the con- 
troversy made concessions for the 
purpose of reaching an agreement 
and the result is entirely satisfac- 
tory to both. 

The office force and foremen 
were immediately called into the 
plant and arrangements are being 
| speeded to condition it for the 
| resumption of operation. 


New Sales Representative For 


Edward Valve 


® Tomlinson Steam Specialty Com- 
pany, 1603 St. Clair Avenue, 
Cleveland, Ohio, has been appointed 
sales representative for The Ed- 
ward Valve and Manufacturing 
Company, Incorporated, East Chi- 
| cago, Indiana. 








os 


One hundred fifty Fairbanks rubber- 
| tired hand trucks, with rubber bump- 


| ers to protect baggage from damage. 
| were sold to the 80,733-ton “Queen 
' Mary” the new British liner. 
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The best 
SERVICE 


means the 


BIGGEST 
PROFITS 


@ Advance distributors 
combine the best possible 
service for their cus- 
tomers with the best 
profit opportunities for 
themselves. Wherever 
cars are moved about on 
sidings, Advance Car 
movers are cutting costs 
because of their out- 
standing power and ease 
of handling. Thus, dis- 
tributors who recommend 
these tools win customers. 


@ Our distributor policy 
offers complete protec- 
tion and attractive mar- 
gins. Complete informa- 
tion should be in your 
files. 








Recommend: 


POWER KING 
POWER BOY 


BADGER CAR 
MOVERS 


NEW BADGER CAR 
MOVERS 


ADVANCE SAFETY 
CAR WRENCHES 




















ADVANCE 


CAR MOVER 
COMPANY 


Appleton, Wis. 


CANADIAN CAR 
MOVER COMPANY 


Welland, Ontario, 
Canada 














The far-flung plants, mines, ware- 
houses and sales offices of Republic 
Steel Corporation are represented by 
miniature silhouette symbols of stain- 
less steel on this huge map, painted on 
the face of a 24-foot gear which is on 
exhibit at the company’s exhibit at the 
Great Lakes Exposition at Cleveland. 
Iron and coal mines in six different 
states, 39 plants located in 27 manu- 
facturing centers, 30 warehouses and 
28 sales offices are marked by individ- 
ual lights in different colors. 


Cleveland Twist Drill 
Observes Anniversary 


®The Cleveland Twist Drill Com- 


its sixtieth birthday on June 27 
last. 

The late J. D. Cox, Sr. and C. C. 
Newton founded the company in 
1876, with an employee force of one 
and plant equipment of one lathe 
and one milling machine, but by 
1879 the organization had occupied 
a three-story building and was 
manufacturing a general line of 








pany, Cleveland, Ohio, celebrated | 


















| 


| 








0 Save $1800: 


@ Perhaps you’ve never considered the market that exists for 
Stanley Eye Shields and the protection they give. The loss of a work- 
man’s eye means an average of $1800 damages by the employer 
according to insurance statistics. You know what the loss of an 
eye means to a workman. 









} 


Your customer will say that he supplies goggles. But he knows 
that now and then some one is sure to operate a grinder or wire 
brush wheel without them. It’s not hard to convince him that 
protection should be built right on the machine. 

Go out tomorrow and talk to machine shops about Stanley Eye 
Shields. You will find it easy to have them installed on every grinder 
in the shop. 


twist drills, reamers, milling ma- | 
chines and planers. Mr. Newton | 


sold his interest in the business in| 


1880 to F. F. Prentiss, present 


chairman of the board of directors, 


and Mr. Prentiss took charge of 
sales, while Mr. Cox continued to 
direct factory operations and de- 
sign the machinery. After four- 
teen years of hard struggle, cul- 
minating with the panic of 1893, 


the company paid off the last of | 
its debts and headed toward | 


success. 
) During its 60 years of existence, 
Cleveland Twist Drill has been con- 
tinuously engaged in metallurgi- 
cal research, and counts among its 
greatest achievements the develop- 
ment of a new type of patented 
high speed tool steel, which has 
a base of molybdenum rather than 
tungsten. 


















STANLEY HOLE SAWS 


For Use With 2", 5/4" and 3/,” Electric Drills 


| 


Stanley High Speed Steel Hole Saws in- 
crease the cutting capacity of 1,” Electric 
Drills to 32”, cutting clean round holes 
in any material that can be cut with a hack 
saw. 

A worthwhile accessory to push. Write 
for folder. 


| 





STANLEY ELECTRIC TOOL DIVISION 


a Lhe Stanley Works Pd 
7 New Britain, Conn. g 








MILL SUPPLIES © AUGUST 1936 





A. J. SPARKS 
Sales Manager 


F. RANIVILLE 
COMPANY 


Grand Rapids, Michigan 


"Manufacturers are helping us to sell by 
advertising in FACTORY 


A. J. Sparks, sales manager of the F. Raniville 
Company, is particularly well equipped to head_ 
up the sales activities of this aggressive indus- 
trial supply organization, which covers the im- 
portant Grand Rapids area intensively. 


Not only has he had long experience in actual 
selling on the ''firing line,"’ and in sales manage- 
ment, but he is a keen student of the psychology 
of the "game' and believes in well planned, 
thoroughly organized sales work. At the same 
time, he is a strong advocate of well conceived 
and carefully directed advertising. 


Mr. Sparks’ opinion on the value of advertising in 
FACTORY is therefore exceedingly gratifying. 


Here is what Mr. Sparks says: 


“Many years of selling experience have taught me that 
lines which are properly advertised to the plants on which 
we call are more easi.y marketed than those which are not. 


"It is necessary, of course, that this advertising reach the 
Pa persons—the men who actually influen-e purchases 
— if it is to be of advantage to us. We are glad to state 
that FACTORY does reach the right people in our terri- 
tory, the operating officia's whose recommendat’ons carry 
real weight and those who have the final say in placing 
orders. 


"Consequently, we are pleased that a considerable num- 
ber of the manufacturers whom we represent are helping 
us to sell their lines by advertising in FACTORY. The 
steadier, the more consistent the campaign, the better 
for us, but ‘every little bit helps.’ " 


o 


MANAGEMENT 


MAINTENANCE 


A McGRAW - HILL 
330 WEST 42nd 


PUBLICATION: 
STREET-NEW YORE 





F. F. PRENTISS 


The Cleveland Twist Drill Com- | 
pany is particularly proud of its | 


activities in behalf of its employees, 
including the early installation of 


modern sanitary arrangements, low- | 


cost restaurant, reading room and 
night classes. In 1915 the company 


inaugurated a profit-sharing plan, | 
whereby every employee shares in | 
the annual profits in proportion to | 
his annual salary or wage. The | 
company also has a special plan | 
involving profit-sharing notes, | 


whereby any employee may deposit 
with the company any amount up 
to his annual salary or wage, upon 


which he is guaranteed a rate of | 
6 per cent; and, if profits justify | 
it, he earns an extra dividend. It | 


is also announced that since 1915 


more than $2,100,000 has been paid | 
out in dividends and interest on | 
participating notes and in the | 


profit-sharing plan. 
The company also announces 


plans for a $500,000 construction | 
program to be undertaken at once. | 
In place of three of the older build- | 
ings, there will be erected an | 
L-shaped five-story and basement | 


building to house the offices, stock 


and shipping rooms, and several | 


manufacturing departments. The 


new building will have 106,000 | 


square feet of floor space. 


Buckley Joins Irwin 
Auger Bit 
®P. F. Buckley, formerly repre- 


sentative for Forsberg Manufac- 
turing Company, has joined the 


staff of Irwin Auger Bit Company, | 


Wilmington, Ohio, in the capacity 


of traveling sales manager in the | 


screw driver division. 





“ 





Are You Losing 


15% 


You might easily have? 


Added 
Profit 


Will you let us tell you how to 
make it and how we will help 
you make it 


With our answer we will include one of our 


NOVELTY NOTE BOOKS 


and tell you how it is doing business for Safety Distributors 


WRITE NOW 


Safety Belt-Lacer Co., Toledo, Ohio 


Factories Building 











O Years 


—of Making 
Better 
Chain! 


Over half a cen- 

tury of specialized 

experience — in addi- 

tion to modern machin- 

ery, fine materials, and 

skilled workmanship — 
certifies the superior quality 

of McKay Chain. We make 
everything you need in Chain (welded 
or weldless), for every purpose. 


THE McKAY CO., McKay Bidg., Pittsburgh, Pa. 


(Formerly U. S. Chain and Forging Co.) 


Say MEKAY... cmd youll be OK! 
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An old axiom says that the man investing 
in a ote really wants—and buys—a 
hole. Similarly, rope is the means to an 


end, for your customers want to buy 
safety in operations, and freedom from 
accidents. Sell them Plymouth Ship Brand 
Manila Rope, the rope offering maximum 
safety, because its uniform controlled 


quality assures maximum strength and de- 
pendability, And only quality rope, such 
as Plymouth, gives that length of service 
which results in economy . .. PLYMOUTH 
CORDAGE COM PAN Y—North Plymouth, Mass., 
and Welland, Canada. Sales Branches: New York. 
Boston, Baltimore, Philadelphia, Cleveland, Chicago, 
New Orleans. San Francisco. 








instance. 


from % 


usefulness. 
R & M electric 


handling. 


experience help 
business. 





Rk & ™ ur-Geared 
Ball-Bearing ain Hoist 
% to 40 ton capacity 


Take this R & M chain hoist, for 
It is made to handle loads 
ton to 40 tons—a hand- 
power hoist with a wide field of 
Or you can offer an 





| 












NEWS 


Hazard Exhibit at 
Mining Congress 
@One of the most interesting ex- 
hibits at the recent Cincinnati 
Exposition of the Mining Congress 
Convention was that of the Hazard 





Wire Rope Company. Because 
Erskine Hazard, founder of that 
company, was the first successful 
user of anthracite coal, the com- 
pany had a life-size, cut-out repro- 
duction of Mr. Hazard (see above) 
standing beside a four-foot blow-up 
of the story of how he discovered 
the method for burning hard coal. 


William J. Scott 
@William J. Scott, Chicago mana- 
ger for the Robbins and Myers 
Hoist Division, died suddenly in 
St. Louis, June 16. 









R & M Bull Dog Trolley 
Ball-bearing wheels; ad- 
justable to 9 sizes of 
I-beams; 1 and 2 ton 
capacity 





hoist for speedy 


The R & M line backs 
you up with a complete service— 
hand and electric hoists and cranes, 
standard and special trolleys. 
R & M engineering facilities and 


get the inquiry— 
we'll help you close it. 
Write for our new “Bul- 
letin 6161."" It’s full of 
hoist information and 
model illustrations. 


You 


Let 


you to get the 
Sold Through Mill Sup- 
ply Houses Everywhere. 


ROBBINS & MYERS 


HOIST AND CRANE DIVISION @ SPRINGFIELD, OHIO 
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WILLIAM J. SCOTT 


Mr. Scott received his early 
training in the shops of the West- 
inghouse Electric and Manufac- 













-YOUR INDEX TO 


turing Company in Pittsburgh. He 
later became associated with The 
Boyer-Campbell Company, Detroit 
distributor, and still later with the 
Chisholm-Moore Hoist 
tion, then in Cleveland. 
Mr. Scott joined the Robbins and | 
Myers Hoist Division as Chicago} 














attendance. 


PROFIT 


© A complete line of “Safety- 
Service”  Accident-Prevention 
Equipment, manufactured under 
our own roof provides your sales- 
man with equipment that has a 
steadily growing demand. 
Goggles, welding helmets, sand- a 
blast hoods, gloves, leggings, pro- 
tective clothing, respirators, fuse 
pullers and many other safety 
items compose the Safety Equip- 
ment line. 


A picture of the attractive exhibit 
Greene, Tweed and Company, New 
York City, will have at the National 
Association of Power Engineers Con- 
vention to be held in Chicago, August 
31 to September 4. The company will 
display “Palmetto” and other pack- 
ings, as well as the “Favorite revers- 
|ible ratchet wrench for quick turning 
|of nuts, the “Basa” soft-faced ham-| 


SA , ETY EQ U | Pp ¥ E N T mer, and so forth. V. “it te te 


and Frank J. Hill, 








Corpora- 
In 1929 | 


National Fan Appoints 
Distributors 


} 
'@The H. Channon Company, Chi- 


Practically every type of plant is cago, Turner Supply Company, 


a prospect for this equipment. 
These plants know the Safety line 
as it is widely advertised both 
locally and nationally. 


icy offering liberal profit is 
another point that keeps “Safety- 
Service Equipment in favor with 
leading distributors. Chicago. 
Write us for full details and copy 
- our new General Catalog No. 


Mobile, Alabama, Mideke Supply 
| Company, Oklahoma City, Okla- 
homa and Hoy and Company, Al- | 
A straightforward distributor pol- bany, New York, have been ap-| 
pointed distributors by the Na- 
tional Fan and Blower Corporation, 


Clayton Mark Dies 


|@ Clayton Mark, veteran steel ex- 


THE SAFETY EQUIPMENT 
SERVICE COMPANY 


e v7 
1228 St. Clair Avenue 
CLEVELAND * OHIO 


lable Iron Company. 


This concern later was succeeded 


MILL SUPPLIES © AUGUST 1936 


lecutive, died July 7 at his home, 
| Lake Forest, Ill., after a month’s 
‘illness. He was 78 years old. Mr. 
| Mark was born in Fredericksburg, 
Pa. He went to Chicago in 1872 
and four years later went to work 
|as a clerk for the Chicago Malle- 






























Tre good tool orders oloM fe) 
the supply house that can fill 
them promptly. That's why it 
pays to keep your stock of 
Starrett Tools, Dial Indicators 
and. Hacksaws - complete. 
Write for copies of the new, 
revised edition of Starrett 
Catalog 25 EG and the 
Starrett Dial 
Catalog. 


Indicator 


THE L. S. STARRETT CO. 


ATHOL, MASS.,”"U. S.A 


Sell — 
Starrett 


Tools 





What Buyers 
WANT-— 


Vincent Cutters 


Buyers of grinding wheel dresser 
cutters are interested in three essen- 
tials: 

I—Speedy, efficient cutting 

2—Long cutter life 

3—The right cutter for every job 


Many great industrial plants speci- | 


fy VINCENT—HUNTINGTON Grind- 


| his own company, Clayton Mark & 


| steel pipe and water well supplies. 


| Williams & Co. 


| @A. C. Pontius, formerly of the 


| pany 


| ware, 
| Columbia. 


iINEWS | 


by the National Malleabie Steel 
Castings Company, with which Mr. 
Mark held an active position until 
1902, when he left to form the 
Mark Manufacturing Company. 
He was president of this concern 
until 1919, when it was merged 
into the Steel and Tube Company 
of America. He remained as chair- 
man of the board of the latter com- 
pany until 1923, when it was sold 
to the Youngstown Sheet and Tube 
Company. 

Once more Mr. Mark organized 
Co., manufacturers of wrought 
He was president at the time of his 
death. 


Announces 
Personnel Changes 


New York office of J. H. Williams 
& Co., Buffalo, New York, is now 
sales representative for the com- 
covering eastern Pennsyl- 
vania, southern New Jersey, Dela- 
Maryland and District of 


G. W.. Caruso, who formerly 
covered the above territory, is now 
service manager of the stock prod- 





ucts division at the factory in 


| Buffalo. 
ing Wheel Dresser Cutters because ex- | — 


perience has proven their economy. | 


They are milled—not stamped—and | 
the "Vincent Process" of heat treating 


insures long life. 


For 26 years the Vincent Steel Process | 
Company has been one of the foremost | 


commercial 


the country. Uniform hardening and tem- 


pering make our cutters of just the sight | 


hardness and toughness. 


>) = 


Vincent "AA" High-Speed Tool Bits are 
widely used, and also profitable to sell. 


Our line is complete—Write for Catalog Sheets 


THE 
VINCENT STEEL 


PROCESS COMPANY 
2434 Bellevue Ave. 


DETROIT, MICH. 


heat-treating organizations in | 














| New wall display prepared by Wright 
| Manufacturing Division, American 
Chain Company, for use of its distrib- 
| utors. Note method used to point out 


| selling points on the Wright improved 


iY Cm 


99 
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CHICAGO 
RAWHIDE » 


Mechanical 
Leather 


| 
ey 


line and 
quality 
that builds 


repeat 

business 

for closer seals that reduce leakage and 

power losses—for greater accuracy of size, 

shape and thickness; for packings engineered 

to specific pneumatic or hydraulic pressure: 

. for longer life and fewer shut-downs 

. . « for mechanical tannages and treatment 

that give exactly controlled hardness, resili- 

ency, heat resistance, friction, pressure resist- 

ance, flexibility and tensile strength . . . for 

standard and special shapes on short notice 
. all sizes and types. 


Chicago Rawhide | eet 
Hydraulic Packing 


End scoring. Sells wherever introduced for 

it saves shafts, saves labor—never hardens— 

retains its natural oil, never heats—is self 

lubricating and contains no grit like hemp 

flax, etc.; is self flushing. Good to the last 
strand—just add more. None to pull 
out or throw away—more economical 
than the cheapest substitutes. 


Write for Catalog 
Chicago Rawhide Mfg. Co. 


1290 Elston Ave. 
Chicago, U. S. A. 





yd for 
Jens— 
is self 
hemp’ 
re last 
° pull 
omical 


log 


Voheck these 
A\ "7 
U-W 


QUALITY 
markets... 


Railroads @ Shipyards @ Dry Docks ® 
Locomotive Works @ Steel Fabrica- 
tors @ Bridge Builders @ Boiler Mfrs. © 
Factories @ Steamship Lines @ Mines @ 
Utilities @ Car Builders @ Foundries @ 
Steel Erectors @ Snow Plow Mfrs. @ 
Elevator Mfrs. @ Contractors @ Agri- 
cultural Mach. Mfrs. @ Construct on 
and Road Building Mach. Mfrs. 


MANILA ROPE 


"Y-CO Best and “Giant grades, both 
waterproofed—1l00% pure Manila. Bolt Rope 
—Transmission—Drop Hammer—Grain Shovel 


| cock Valve Division of Consolidated 


| Asheroft Hancock Company, Incorpo- 
| rated, Bridgeport, Connecticut. 


| TRADE | 
LITERATURE 


| REFRACTORIES — Standard Hand- | 
book of Refractories containing 48 | 
pages of information for engineers, | 
plant superintendents and others. | 
Contains information about refrac- | 
tory cements, refractories, heat treat- | 
ing and other furnaces, as well as| 
tabular material. Book is illustrated | 
showing various methods of applying | 
high temperature cements. Also con- | 
tains tables of weights and measures | 
of many types of fire brick.—Stand- | 
ard Fuel Engineering Company, De- | 
troit, Michigan. 


INSULATION—Two-color catalog on | 
insulation which contains information | 
on the manufacture and use of insu- | 
lating materials. Catalog is_ illus-| 
trated and covers complete line of | 
pipe coverings, sheets, blocks, cements, | 
general asbestos products and home| 
insulation materials.—Acme Asbestos | 
Covering and Flooring Company, Ful- | 


ton and Elizabeth Streets, Chicago. f 

FORGED STEEL VALVES—Bulletin | VO LU gd r 
covering forged steel valves, globe 

valves, globe check valves and bar 
stock valves. Contains material spe- 
cifications, list prices and weights and | Pu 5 4 +h ese 
dimensions. Full page illustrations 


with diagrams showing different parts 
of each valve are in catalog. Han- 





growing favorites in every quantity pro- 


of their superiority is the special “Maxi” 





| 
| 
| 


| TIN PLATE HANDLING—Bulletin 
Number 302, for handling tin plate 
and sheets in warehouses, can fac- 
tories, tin lithograph plants, tinware 


popular high production tools. 


“Maxi” taps, reamers, twist drills are 
duction metal working plant. The secret 


surface treatment. “Acorn” dies, too, are 


Arrange a comparative test and your sell- 
ing job is over. Any “Greenfield” repre- 


—Yacht—Lariat—Fishermen's plain or brown | plants, and so forth, on special lift | 
waterproofed—Drilling Cables—Bull Ropes—| trucks, floor trucks, portable eleva- 


Catlines. | tors, stackers and special lifting de- | 
BRATTICE CLOTH 


| vices.—Lewis-Shepard Company, Wa- | 
Non-inflammable Jute 


sentative will be glad to help you. 


GREENFIELD TAP & DIE 
CORPORATION 


GREENFIELD, MASS. 


| tertown, Massachusetts. 
—Nos. 9626, 5071, 8372, 2(98. 
Non-inflammable Cotton—No. 20 specia. 
Airtight and Waterproof Jute 
—"Jutate"—"Juten.” 
Airtight and Waterproof Cotton 
—"AT & WP"—"Blacote.” 
All above grades of Brattice are well known 
in all territories. 


TACKLE BLOCKS 
"“U-W" tackle blocks and sheaves are built 
for maximum quality and service. The line 
is complete in all types and sizes for wire 
and manila rope. 


TURNBUCKLES and FITTINGS 


Drop forged hexagonal pattern turnbuckles 
and complete line of fittings for wire, chain 
and manila rope. 


SEND FOR CATALOG 


1168 West Ith St., Cleveland, Ohio 
Established 187! 
a 


| REFRIGERATION AND AIR CON-| 


|DITIONING VALVES, FITTINGS | 
AND TOOLS—Catalog Number 77E | 
on refrigeration and air conditioning | 
valves, fittings and tools. Catalog is 
loose-leaf, containing 64 pages, com- 
pletely illustrated, describing various 
products in these lines. Price and 
specification tables are provided.— 
The Imperial Brass Manufacturing 
Company, Chicago. 


Warehouses in New York and Chicago 
In Canada: Greenfield Tap & Die Corporation 
of Canada, Ltd., Galt, Ont. 


ELECTRIC WELD TUBING—Hand- 
book of electric weld tubing published 
under the supervision of the Formed 
Steel Tube Institute, contains up-to- 
date information and is intended to 
give the user a thorough knowledge 
of applications of welded steel tubing, 
its physical, chemical and metallurgi- 
cal pronerties, commercial tolerance 
limitation and engineering data.— | 
Steel and Tubes, Incorporated, Cleve- 
land, Ohio. 








GREENFIELD 
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NATIONAL 


Dynamic Action 


CUTTING TOOLS 





A Complete Line of 
TWIST DRILLS, REAMERS, HOBS, 


MILLING CUTTERS, SPECIAL TOOLS 


NATIONAL TWIST DRILL & TOOL CO. 
DETROIT, U.S.A. 


Tap and Die Division: WINTER BROS. CO., WRENTHAM, MASS. 


NEW YORK CHICAGO PHILADELPHIA CLEVELAND 
157 Chambers St. 1144 Washington Blvd. 43 North Sixth St. 709 St. Clair Ave., N.W. 











FORGED STEEL 
FITTINGS 


The Watson-Stillman line of Forged Steel Fittings, backed by 
the liberal Watson-Stillman sales policy, is proving a profit 
builder for an increasing number of distributors. 
Watson-Stillman Fittings are well made. They are quality 
products, from rough forging to finished fittings, as proved 
by their satisfactory performance in service. 


Investigate the Watson-Stillman line 





THE WATSON-STILLMAN 0. 


100 ALDENE ROAD, ROSELLE, N. 
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NON-RETURN VALVES — Catalog 
11-B on Edward non-return valves, 
gives selection of the correct size of 
non-return valves, details of design, 
choice of materials and functions of 
Edward impactor handwheel. Valves 
for all standard pressures are illus- 
trated by cross-sectional views, di- 
mensions are tabulated and list prices 
and weights given. A series of forged 
steel stop-check valves in series from 
3 inch to 2 inches, with screwed ends 
as well as flanged ends is included.— 
The Edward Valve and Manufactur- 
ing Company, Incorporated, East Chi- 
cago, Indiana. 


LOOM MOTORS—Leaflet Number 
2217, on loom motors. Contains illus- 
trated description of totally enclosed 
motor and installation pictures.— 
Allis-Chalmers Manufacturing Com- 
pany, Milwaukee, Wisconsin. 


PILLOW BLOCKS—Loose-leaf cata- 
log and engineering specifications on 
CJB pillow blocks (and other mounted 
bearings). Catalog also contains 
complete data on company’s line of 
ball bearings.—The Ahlberg Bearing 
Company, 321 East 29th Street, Chi- 
cago. 


INDUSTRIAL THERMOMETERS— 
Blue Book Part 3, on industrial indi- 
cating and recording thermometers, 
illustrated, containing dimensions, 
price-lists, standard ranges and dis- 
counts.—H-B Instrument Company, 
Incorporated, Philadelphia. 


PIPE MACHINES—An 8-page bulle- 
tin covering Beaver Model-A special 
and standard pipe machines. Bulle- 
tin contains descriptive detail, fully 
analyzing both machines by illustra- 
tions and has price-lists, net, ship- 
ping weights and code words.— 
Beaver Pipe Tools, Incorporated, 
Warren, Ohio. 


SPEED REDUCERS—Bulletin 2100, 
superseding 210-A, on right angle 
speed reducers (horizontal and verti- 
cal). Bulletin is illustrated and con- 
tains engineering information, speci- 
fications, ratings, dimensions and 
couplings. Typical installation pho- 
tographs are also contained.—The 
Falk Corporation, Milwaukee, Wis- 
consin. 


HAND TOOLS—Catalog Number 36 
contains 56 pages on hand tools for 
automotive and industrial use. Book 
illustrates and describes a full line 
of sockets with handles and attach- 
ments, wrenches, screw-drivers, 
punches, chisels, Stillson wrenches, 
hammers and pliers. Price-lists are 
also contained—Bonney Forge and 
Tool Works, Allentown, Pennsylvania. 


STEAM PUMPS AND RECEIVER 
SETS—Bulletin W-101-B6 supersed- 
ing W-101-S7, on Worthington hori- 
zontal duplex steam pump and re- 
ceiver sets, Type VG.—Worthington 
Pump and Machinery Corporation, 
Harrison, New Jersey. 








UMI 


SEAMLESS TUBING — Bulletin 
Number 41, contains technical data, | 
dimension sheets and price-lists on | 


Parker seamless tubing.—Parker Ap- | 
pliance Company, Cleveland, Ohio. | 


CHAIN—Catalog Number 7 on welded | 
and weldless chain contains every- 
day data compiled in handy quick-ref- | 
erence form. Information showing 
how to buy chain for greatest wear; 
precautions to employ in using chain 
to prevent undue strain and stress; 
what types of chain, hooks, shackles, 
and so forth to use for different jobs 
and an explanation of “double- 
strength” advantages of Herc-alloy 
steel chain are also included.—Colum- 
bus-McKinnon Chain Corporation, 
Tonawanda, New York. 


FRICTION CLUTCHES—Bulletin A- 
200 on friction clutches and complete 
power drives. This 49-page book 
covers Diamond “D” units, is illus- 
trated and contains dimensional dia- 
grams, service factors, general di- 
mensions, price-lists and engineering 
data.—Dodge Manufacturing Corpo- 
ration, Mishawaka, Indiana. 


PABCO COOLITE—Manual on Pabco 
Coolite, covered by U. S. Patent 


Stocks and Dies + Pipe and Bolt Machines + Pipe Welding Jigs 
1,568,215, a product for roof main- 
tenance, new roofs and protective dec- | 


yr y | | 
lo & @ees 

IN. | 
oration of all roofs. Manual gives - . 


presentation and technical specifica- | THE OSTER MANUFACTURING COMPANY 
tions for Coolite and photographs | SALES OFFICE: 2041 EAST 61ST PLACE; CLEVELAND, OHIO 

showing typical installations. — The 
Paraffine Companies, Incorporated, 















GET THE FOLDER 


describing this machine 
and have it ready to 
show every concern in 
your territory which has 
a bolt-threading job. It's 
a sure-fire interest-pro- 
ducer . . . . and sales 
will follow. 





Oster No. 922 
Production Bolt Threader 












FACTORIES: ERIE, PA. AND CLEVELAND, OHIO 





San Francisco, California. 


PUMPS—General Catalog Number 
31, covering pumps, is illustrated and 
shows several new pumps as well as 
new ratings on a number of others. — 
The Deming Company, Salem, Ohio. 


ROLLING GRILLES —Catalog on 
Cornell rolling grilles, gives installa- 
tion data, dimensions and information 
showing wide application of device | 
for added security and convenience | 
in all types of buildings, large and 
small.—Cornell Iron Works, Incor- 
porated, Long Island City, New York. 


FIRE EXTINGUISHERS—“Garrison 
—The Modern Dry Method of Fire 
Extinguishment” is the title of a bro- 
chure which contains statements as | 
to the causes of fire and explains in | 
detail how to control fire. It is illus- 
trated and contains installation pic- 
tures and dimensional data.—Garri- 
son Engineering Corporation, Great | 
Barrington, Massachusetis. 


CHUCKS—Catalog Number 536 on 
Westcott chucks is in loose-leaf form, | 
covering all types of chucks, general 
information, illustrations, specifica- 
tions and price-lists.—Westcott Chuck 
Company, Oneida, New York. 


WELDING EQUIPMENT—Catalog 
on welding equipment and supplies. | 
Contains descriptive material, illus- 
trations and price lists.—Smith Weld- 
ng Equipment Corporation, Minne- 
apolis, Minnesota. 


TRADE MARK REG. U.S. PAT. OFFICE 


[EEL;BELT LACIN@ 


as 
> 
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Alligator Steel 
Belt Lacing “Never Lets 
Go.” The most universally used 


beit lacing on earth. Supplied in steel, 

“Monel Metal,” and alloys in eleven sizes for 

belts up to § in. Standard boxes, “Handy Packages,” 

and long lengths. The Alligator and size number are 
stamped on the lacing. 


Sold only through jobber-dealer trade channels. 
Sole Manufacturers 
FLEXIBLE STEEL LACING COMPANY 


4633 Lexington Street, Chicago 
In Bngland at 135 Finsbury Pavement, London, EB. C. 2 
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alves 


that satisfy 
your most 
exacting customers 


Show your most exacting customer some 
typical Kennedy Bronze or Iron Body 
Valves and you will find him attracted by 
their sturdy design, high grade metal, and 
accurate machine work. A single trial will 
demonstrate their ease of operation and de- 
pendability, and will win complete accept- 
ance for Kennedy Products. For over 50 
years Kennedy Valves and Pipe Fittings 
have been sold to industrial plants and 
contractors exclusively through supply 
houses; and the Kennedy policy of stand- 
ing squarely behind every Kennedy Prod- 
uct enables dealers to recommend them 
conscientiously and without reservation. 


The Kennedy Valve Mfg. Co., Elmira, N. Y. 


KENNEDY 


VALVES~PIPE FITTINGS~FIRE HYDRANTS 








Distributors can count on 


MAUREY PROTECTION 


Maurey Manufacturing Cor- 
poration, the world's largest 
manufacturer of single- 
groove steel V-pulleys, has 
put all its resources behind 
the distribution of its prod- 
ucts through mill supply 
houses. Maurey distributors 
































The Maurey Vari are carefully selected and 
able-Pitch Diameter ° ‘ ° ° 
¥-Pelley qives protected in their territories. 





Maurey V- Pulleys 


speed variations of 


























as much as 30 per Prompt service and a good ae. at 
with any fixed: profit margin are assured. pt 8 
Let us send you complete Sone spgetetty 
information on our products ow oa Wee 
and policy. in silver aluminum. 























Maurey Pulleys cost no more than ordinary types. Their 
construction assures unusual strength. 


MAUREY MFG. CORP. 


2907-15 So. Wabash Ave. Chicago, Ill. 
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LATHE GRINDERS—A 15-page cat- 
alog on lathe grinders, with com- 
parative specifications on last two 
pages of catalog—The Dumore 
Company, Racine, Wisconsin. 


DRUM CONTROLLERS — Catalog 
Number 36 on drum controllers con- 
tains photographs, diagrams, specifi- 
cation data and price lists.—Furnas 
Electric Company, West Allis, Wis- 
consin. 


ROLLING BEARINGS—Bulletin A- 
206 on rolling bearings contains illus- 
trations, dimensional drawings, di- 
mensions, price-lists and typical in- 
stallation photographs. It covers all 
types of rolling bearings, in addition 
to unit mounts, hanger bearings, pil- 
low blocks and special duty ball and 
sockets.—Dodge Manufacturing Cor- 
poration, Mishawaka, Indiana. 


GENERAL DATA BOOK ON STEEL 
—Ryerson Steel Service, Section 5, 
covers general information on steel, 
containing shop data on tool and al- 
loy steels, definitions, specifications, 
dimensional data, weights and dimen- 
sional diagrams.—Joseph T. Ryerson 
and Son, Incorporated, Chicago. ~ 


PROTECTIVE COATINGS—Bulletin 
G-12, entitled “Facts and Features 
about Protecting Industrial Struc- 
tures,” contains illustrations showing 
typical installations and descriptive 
data.—Kellogg Products Company, 
120 Liberty Street, New York City. 


THREAD CUTTING EQUIPMENT— 
Bulletin covering performance of 
Landis thread cutting equipment.— 
Landis Machine Company, Waynes- 
boro, Pennsylvania. 


CONVEYOR CHAIN—Book Number 
1552 covering “RC” Silverlink con- 
veyor chains. Catalog gives complete 
dimensions, weights, ultimate 
strengths and list prices. Typical in- 
stallation photographs are included. 
Three pages are devoted to tabulation 
of cut-tooth sprocket wheels available 
for each size of chain.—Link-Belt 
Company, Indianapolis, Indiana. 


COMPRESSORS—Bulletin L-611-B12, 
on compressors, single horizontal, 
three-stage, steam and motor driven, 
types HB-3 and HS-3; Bulletin L-611- 
B11, superseding L-611-S3, on com- 
pressors, single tandem horizontal, 
two-stage, steam and motor driven, 
types HB-2 and HS-2.—Worthington 
Pump and Machinery Corporation, 
Harrison, New Jersey. 


STEAM ENGINES—48-page catalog 
on steam engines contains brake horse- 
power tables, by-product power, de- 
tails of engine construction, engine 
data and specifications, erection draw- 
ings, general uses for modern engine, 
generating sets, photographs of hori- 
zontal and vertical engines, sectional 
drawings, special applications and 
water rate table—Troy Engine and 
Machine Company, Troy, Pennsyl- 
vania. 
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GEARS AND SPEED REDUCERS— 
A 128-page catalog on spur, bevel, 
worm and other gears and motor- 
ized speed reducers. Catalog con- 
tains technical data on gearing, S.A.E. 
standard heat-treatment methods and 
other data.——The Ohio Gear Com- 
pany, Cleveland, Ohio. 


WELDOLETS AND THREDOLETS 
—Bulletin Number WT21 describes 
Bonney weldolets and thredolets, il- 
lustrating in detail the many types 
of jobs on which they can be used to 
advantage.—Bonney Forge and Tool 
Works, Allentown, Pennsylvania. 


FIBRE HOLLOW WARE—Catalog 
on Diamond fibre hollow ware. The 
31-page book contains illustrations in 
color of all products manufactured 
with full descriptive matter.—Con- 
tinental-Diamond Fibre Company, 
Newark, Delaware. 


WIRE ROPE—Pocket size loose-leaf 
booklet on wire rope. Booklet has 
celluloid binding permitting pages to 
be added or taken out. Each divi- 
sion is indexed according to different 
types of rope. Information and code 
tables are also included, together with 
illustrations, sizes, weights and list- 
prices. — Williamsport Wire Rope 
Company, Williamsport, Pennsylvania. 


MATERIALS HANDLING EQUIP- 
MENT—Folder Number 318 on mate- 
rials handling equipment, shows many 
standard and special devices for han- 
dling practically any product, mer- 
chandise, goods or materials that are 
manufactured, stored, shipped or 
handled.—Lewis-Shepard Company, 
Watertown, Massachusetts. 


“Vv” DRIVES—Catalog on Browning 
Gripbelt “V” drives, containing speci- 
fications, general information, basic 
engineering tables, examples using 
basic engineering tables and drive 
tables. List prices and insert on 
Browning sheaves are included.—The 
Ohio Valley Pulley Works, division 
of General Fibre Products, Incorpo- 
rated, Maysville, Kentucky. 


COATED ABRASIVE PRODUCTS— 
Catalog Number 19 on coated abra- 
sive products is illustrated and con- 
tains informative data and list prices. 
—Coated Abrasives Division, Mid- 
West Abrasive Company, Detroit, 
Michigan. 


GAS ENGINES—Bulletin S-550-B4B 
Superseding S-550-B4A, on gas en- 
gines, vertical four-cycle, type AG.— 
Worthington Pump and Machinery 
Corporation, Harrison, New Jersey. 


CENTRIFUGAL PUMPS — Leaflet 
2224 on single suction end inlet cen- 
trifugal pumps, mounted on substan- 
tial pedestals. Leaflet shows general 
construction with dimension tables 
and typical combination drives.— 
Allis-Chalmers Manufacturing Com- 
pany, Milwaukee, Wisconsin. 




















==CAPITALIZE= 
on the CAPITAL RED CAP Line! 





® Mill supply houses 
handling the Capi- 
tal RED CAP line 
have a double-bar- 
reled assurance of good profits— 
active demand for a product out- 
standing in quality and economy, 








antees full proiec- 
tion and complete 
sales co-operation. 
@ Indianapo!is has 
had almost a half century of manu- 
facturing experience, and is proud of 
the satisfied distributors won in that 


and a distributor set-up which guar- 
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BUY FROM 


DISTRIBUTORS 


hOk ECONOMY 


time. Write for full particulars. 


INDIANAPOLIS 


Brush and Broom Manufacturing Co. 
Corner Brush & Broom Sts., Indianapolis, Ind. 


Established 1890 
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DISTRIBUTORS” 


Month after month users and buyers are 
told why Victor Moly Hack Saw Blades 
will cut their metal cutting costs—told, 
too, that these outstanding blades are 
sold only through established distributors. 


This month alone 63,749 messages go 
forth to build a market for you. 


Are you getting a share of the profitable 
business created by this consistent ad- 
vertising? If not, investigate the Victor 
Moly franchise. 


See our exhibit at the Twelfth National Exposition of 
Power & Mechanical Engineering, Grand Central Pal- 
ace, New York, November 30 to December 5, 1936 


VICTOR SAW WORKS, _ INC. 


MIDDLETOWN, N. Y. 
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THIS JINew 
EYE COMFORT 
WILL HELP YOU 
INCREASE YOUR 
PROFITS 


@ Many distributors have already found that the new 
DOCKSON  Feather-weight DOWMETAL GOGGLES 
receive quick approval among all types of industrial 
users. This is due to design improvements offering 
supreme comfort, simple, positive nose bridge adijust- 
ment, lenses for every hazard, Dowmetal (36% lighter 
than aluminum) construction, and dependable protec- 
tion. These advantages will enable you to materially 
increase your goggle sales. Write for catalog sheets. 


C. H. DOCKSON CO., 2885 E. GRAND BLVD., DETROIT, MICH. 









































* Standard shapes 
and cuts carried in 
stock at our plant— 
Shipment made same 
day orders are re- 
ceived. Special types 
made for your cus- 
tomers’ needs. Ford 
Products all accu- 
rately made and uni- 
form, All are guaran- 
teed. 


SELL FORD 


ROTARY FILES 


BUILD YOUR SALES 
AND YOUR PROFITS 


@ When you sell Ford Rotary Files you have the 
following features that not only help you to sell 
but back you up in performance—you pave the 
way for future business. Faster Cutting—Longer 
Life—Clean Surface—Less Effort uired to 
Handle—Turns Out Superior Finish. Where time 
must be kept to a minimum on certain opera- 
tions, these files effect very definite econ- 
omies. Uniform quality is a feature of 
Ford Rotary Files. Give these products 
your attention and they will work for 
your profit. 


| M. A. FORD MFG. CO. 





102 Harrison St., 
Davenport, Iowa 














MILL SUPPLIES © AUGUST 1936 

















































What You Need to Know 
When Selling Elevator Belts 
(Continued from page 25) 








and D. Since buckets are never 
all filled, at least 20% should be 
subtracted from full capacities, and 
even more in the case of liquids 
which slop out freely. Maximum 
strain due to weight of material 
can be determined accurately only 
if maximum delivery per minute is 
known. Item C in Fig. 1 is equal 
to the maximum delivery in lb. 
per min. divided by the speed, and 
this result multiplied by the height 
of lift. When maximum operating 
horsepower is known, the sum of 
C and D can be computed from the 
formula: 
Horsepower X 33,000 

C7? 3 = 





Belt speed in ft. per min. 


D. Friction in Boot and Bear- 
ings—This is made up chiefly of 
the resistance of the material in 
the boot to the dredging action of 
the buckets. This pull, in the case 
of a scoop-feed elevator, may be 
considered equivalent to the weight 
of the material carried on 25 to 50 
ft. of belting, according to boot 
conditions. Resistance is less when 
material is fine, and increases pro- 
portionately with boot-pulley diam- 
eter. When fly-feed is used, this 
amount must be cut in half. 

E. Initial Tension—This runs 2 
to 5 lb. per inch per ply, and need 
be figured only when the belt is 
tightened on the pulleys by a take- 
up device. Initial tension is usu- 
ally not necessary unless C plus D 
is considerably greater than A plus 
B. Even in such cases, lagging in 
the head pulley may avoid the 
necessity for initial tension. As 4 


| rule, the weight of a belt and 


buckets on. the descending side is 
enough to prevent slipping. 
Where slippage on the head pul- 


| ley occurs to such an extent that 





it wears off the rubber cover, one 
or more additional plies may be 
provided to take the wear after the 
cover is worn through. Usually, 


| however, it is more economical to 
| recommend a thicker cover on the 


pulley side or to use a higher grade 
of belt. 
Rubber 


covers are commonly 


| used to resist wear in contact with 
abrasive materials—the condition 





that almost always exists with ele- 






















vator belts. The cover also serves 
to resist moisture penetration, to 
cushion blows and strains from 


lumps caught under the belt, to | 


protect the belt fabric from chafing 
on bucket edges and bolt heads, and 
to improve pulley adhesion. Stand- 
ard covers are usually 1/32 in. thick 
on both sides except when used un- 
der abrasive conditions. Covers 
1/16 or 3/32 in. thick are then more 
economical. 

For mining elevator belts han- 
dling fine abrasive material, cover 
on the bucket side may be 3/32 
and that on the pulley side 
5/32 in. thick, or cushions on the 
pulley side may be even heavier to 
resist grinding wear. 

Capacity of an elevator belt in 
tons per hour equals the average 
weight in pounds of the material 
carried in each bucket times the 
number of buckets passing over the 
head pully per hour, divided by 
2,000. Actual capacity of a bucket 
elevator is not the total cubic capac- 
ity of the buckets passing the feed 
spout per minute. 

Feed may vary from zero to sev- 
eral times the average rate, so 
recommend belts with sufficient ca- 
pacity to carry the maximum feed 
that may be carried even for a short 
time. 

Items C and D of Fig. 1 repre- 
sent the load to be moved by power. 
Horsepower is therefore equal to 
C plus D in pounds, multiplied by 
belt speed in ft. per min., then di- 
vided by 33,000. An alternate rule 
for figuring considers horsepower 
as equal to 1% of the capacity in 
tons per hr. for every 10-ft. of lift. 
To this figure add 100% for fric- 
tion in scoop-feed elevators and 
50% if fly feed elevators are to be 
used. 

Belt width should be 2 in. greater 
than that of the buckets. In case 
buckets are in a double row, allow 
1 in. outside the buckets on each 
side. 

Belt length is calculated from 
this rule: Add the diameters in in- 
ches of the head and boot pulleys 
and multiply the result by 0.131. 
Add to this product twice the dis- 
tance between pulley centers. 

Speed is governed partially by 
the necessity for discharging the 
Material. If free-flowing materials 
are carried in a vertical elevator, 
correct speeds for various head- 
pulley diameters, giving clean dis- 






Address the Factory or Our Nearest 
Warehouse: 


CHICAGO, 726 W. Washington Blvd. 
PHILADELPHIA . i2th & Olive Sts. 
NEW YORK ... . 47 Murray Street 
LOS ANGELES . 1015 East 16th St. 


when you sell 


DART UNIONS 


QUICKER Sales! Because Darts have 






e In fit, finish and tensile strength the bolts 

we make by the Kaufman Process, patented, 

our own plant development, maintain a stand- 
ard of uniformity in quality that causes customers 
to specify them by name. Carefully packaged 
and labeled, shipments can be made out of stock 
from factory. There are 30 million Cleveland Cap 
Screws, Set Screws, Bolts and Nuts always available 
in a complete range of sizes and kinds for prompt 
shipment. Catalog D and Price List on request. 
THE CLEVELAND CAP SCREW COMPANY 
2931 E. 79th Street, Cleveland, Ohio. 


EO r wer 


‘CLEVELAND CAP SCREWS 
E SET SCREWS + BOLTS AND NUTS 


Quicker Sales — Sure Repeats 


age, corrosion, distortion, thread-défor- 
mation. Dart economy keeps Dart buy- 





a national name for dependable serv- 
ice—backed by national advertising and 
direct mail. You'll meet with buying ac- 
ceptance instead of sales resistance! 


Sure Repeats! Because Dart’s 2 ground 
ball-joint seats and air-refined 


malleable bodies are proof against leak- 


bronze, 


ers on the books! 


Higher Profits!) Because Darts are higher 
in quality—worth more—therefore higher 
priced. But price is no sales obstacle, be- 
cause of lower cost in service. 
Step ‘up sales and dollar volume—write 
for Dart’s deal today. 











E. M. DART MFG. CO. 
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PROVIDENCE, R. I. 


Sales Agents: The Fairbanks Company, N. Y. 
and all branches 

Canadian Factory: Dart Union Company, Ltd., 
Toronto, Canada 





97 








charge, are shown in the following | 
| table: 





DESMOND SAVE the Bumps, 


Belt 


Pulley onto 
peed, F.P.M. | 


| Diameter, In. 





Grinding Wheel Dressers | time and material— 


and Cutters 


Desmond HEAVY DUTY Dresser 


For dressing large, coarse and high 
speed Grinding Wheels. Particu- 
lar'y adapted for Bakelite, Rubber 
and Redmanol Bonded Wheels. 


The only effective dresser for these 
specially bonded wheels. Tool steel 
cutters, mounted at an angle, re- 
volve on dust proof ball bearings, 
imparting a new shearing action. 
Write for details. 


The 
DESMOND-STEPHAN MFG. CO. 
URBANA, OHIO 


Headquarters for Dressers and Cutters 
for 25 years 











1905 (StranD 1936 


FLEXIBLE SHAFTS 


and MACHINES 
Vg to 2 H. P. 





The Most Successful Salesmen 
Are Those Who Promote 
the Sale of 
Quality Equipment 
When You Sell the STRAND You 
Have a Steady Customer 
TYPE ML-6 
‘| We Bui'd Sixty 
Types and Sizes 
V_e to 2 HP. 
Both 
Vertical and 
Horizontal and 
Many Attachments 
Covering a 
Multitude of 


Operations 


erty 


N. A. STRAND & CO. 


Manufacturers 


500! No. Lincoln St. 
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Chicago | 


24 330 
30 360 
36 390 
42 425 
48 460 
54 490 
60 520 
66 540 
72 570 
84 610 
96 650 
108 700 
120 730 





Head-pulley diameter should be 
large enough to cause little belt dis- 
tortion, as average good practice 
for belts of various plies are given 
earlier in this article. In small ele- 
vators, the boot pulley is the same 
size as the head pulley, but in larger 
ones the boot pulley is usually 3/4 
to 4/5 head-pulley diameter. Faces 
on both pulleys should be 2 in. 
wider than the beit and heavier 
than those for power transmission 
particularly on the boot pulley, 
where greatest wear occurs. 

If slipping occurs on the head 
pulley, recommend rubber lagging, 
which increases pulley grip as much 
as 20% oft dry pulleys. On wet 
pulleys, recommend canvas, or pos- 
sible redesign of the pulley. One 
operator uses a slotted cast-iron 
pulley on which faces are not ma- 
chined. Several types of slotted 
pulleys are now available to prevent 
injuries due to lumps which get be- 
tween pulley and belt. These will 
take care of anything except lumps 
so large they wedge between the 
slots. Lumps falling between belt 
and boot pulley cause more trouble 
than anything else. So an in- 
verted-V sheet metal or wood de- 
flector should be used, but requires 
frequent inspection to avoid rub- 
bing, etc. 
tions in or on the belt housing. 
Any one of these can ruin the belt. 

Bucket elevators are fed by scoop 
or fly feed. 
material falls into the boot and is 
picked up there by the belt. With 


| the fly feed, a spout delivers ma- | 


terial into the buckets directly. For 


fly feeding, there should always be | 
at least two buckets below that be- | 
ing filled to avoid overflow and con- | 
sequent trouble—otherwise abra- | 


sion will take its toll. 
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this NEW way.... 


LANSING F-24 BARROW 
WITH PNEUMATIC TIRE 


For semi-wet concrete — or 
other use. |-piece steel tray, 
bushed-wheel hub, steel dump 
guard, etc. Rigidly built, long 
wearing. Ask for bulletin, 
prices, complete details. 


ANSING 
mM ~ Ww 
LANSING, MICHIGAN 
BRANCH OF FICES—Chicago, Ill.. New York 


City. Philade‘phia, Boston, Kansas City, Minne- 
apolis, San Francisco. 








Also watch for projec- | 





In the first case, the | 





The Famous 
rT 


The smooth positive ac- 
tion of the "ATLAS" manual 
freight car mover pleases the 
man who must operate it. Once 
you have placed the “ATLAS” 
in the yards of your customer, 
you can be assured it will give 
him satisfactory service. 


Sell the "ATLAS" and 
sell satisfaction. 


The tre- 
mendous 
power of the 
"ATLAS" cai 
be easily un- 

derstood by the 
cut-away view 
showing com- 
pound leverage. 


APPLETON - ATLAS 
CAR MOVER CORPORATION 
2947 North 30th St., Milwaukee, Wis. 

(Formerly located at APPLETON, WIS.) 




















VICTOR 


Balata and Textile 


BELTING 


Here is a reliable source of supply for 
Belting and many allied products. . . 
belts for transmission, conveying, and 
elevating . . . the most complete line 
of textile belts in the country. Remem 
ber these brand names: 


"VICTOR" BALATA BELTING 


"EASTON" SOLID WOVEN 
COTTON BELTING 


"AMPERE" 
CANVAS STITCHED BELTING 
The ''Victor'’ Line includes many other well- 
known brands and numerous specialties. For 


profits in belting business and for depend- 
able service, get in touch with... 


VICTOR BALATA AND TEXTILE 
BELTING COMPANY 


53 Park Place - NEW YORK 
345 West Austin Ave. - CHICAGO 


FACTORIES: EASTON, PENNSYLVANIA 


BALL BEARING 


GRINDERS 


Built for Heavy Duty 
Backed up by 16 


years’ 


ing 


No, 996-B—1 h.p. Ball- 


Baldor Motor. 
3-phase Heavy Duty 
type. Totally enclosed. 
1725) r.p.m. or eo 
wheels, Removable cast 
iron guards. Adjustable 
tool rests. 

1-YEAR 

GUARANTEE 


bearing 


$101 


DISTRIBUTORS: Our Sales 
Policy protects you. WRITE 
for "oe and Liberal 


+ 


Di ! line 





“Ha nay” Bench and 
Pedestal Grinders and Buf- 
fers. 


BALDOR ELECTRIC 


E-ectrical Mfrs. for 16 years 


4364 Duncan Ave. St. Louis, Mo. 


Ftandy crinpers 


COMPANY 





When You Distribute Your 
. Catalog 
(Continued from page 22) 








| over the stencil, and, 
is in one or more classifications in- | 
cluded in the mailing, the pins con- | 
tact the tabs, causing an envelope | 
| to be addressed by the stencil. If, 
it is not in a | 





the top the local telephone number. 

On the back of a four-page in- 
sert on special stock, Sligo does a 
good advertising job under the 


| title, “From our warehouse to your | 
The page shows a picture | 
of Sligo’s main building, its garage | 
with an | 
illustrated layout putting over the | 
fact that “Our facilities and service | 
immediate deliveries’ to | 


job.” 


and another warehouse, 


insure 
railroads, industrial plants, build- 
ings and central stations. 


The Sligo 1936 stock-list is 9 by | 
48 inches in dimensions, contains | 
152 pages and covers, is illustrated | 


throughout and carries prices and 
specifications. The stock-list user 
is advised that Sligo will gladly 
quote current prices on all items 
shown in the stock-list. Several 
attractive manufacturers’ inserts 
appear in the booklet. 

The Sligo Iron Store Company 
has an_ interesting method of 
handling its prospect list and its 
mailings. Names of all customers 
and prospects are kept on metal 
stencils in the company’s advertis- 
ing department. 


Each card is tabbed for the dif- 
ferent classifications to 
belongs. When a mailing is to go 
out, the addressing machine is set 
for the various classifications that 
are to receive the mailing. 


the proper pins or lugs come down 


on the other hand, 
classification to receive a mailing, 


there are no tabs to be contacted | 
by the pins when they descend, and 
| the stencil simply passes through 
| the machine without addressing an 
| envelope. 
The twelve classifications in the 
| mailing list at present are: 


black- 
smiths, retail (merchant) outlets, 
welding equipment prospects, in- 
dependent machine shops, garages 
and auto repair shops, automobile 
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The list is broken | 
up into twelve classifications, since | 
| it is often desirable to send a mail- | 
| ing only to certain types of cus- 
| tomers and prospects. 


which it | 


As a | 
experience in | stencil is run through the machine, | 
quality motor build- | 


if the stencil | 


illustrated — CESCO RESPI- 
RATOR No. 82, for use in 
extremely dusty atmospheres. 

Knitted cloth facelet insures 
comfort. Exhaled air cannot 
be reinhaled. 


CESCO 
RESPIRATORS 


represent the most ad- 
vanced progress in the protec- 
tion of nose, mouth, throat and 
lungs against the various types 
of dust and fumes encountered 
in industry. Their sealing and 
filtering functions are performed 
with maximum efficiency and 
comfort to the wearer. They 
“have the call." Write for 
salesmen's catalog sheets, prices 
and discounts. 


CHICAGO EYE SHIELD CO. 
2329 Warren Blvd. CHICAGO, ILL. 


BALATA BELTING 


RaYSTONE 


CANVAS STITCHED 
QRELTING 


rib 
wt ett 





























DOUBLE SEAMED BOTTOM 


EAGLE MANUFACTURING CO. 
WELLSBURG, W. 


EAGLE OILERS 


have 


“Triple Threat” 
SALES APPEAL 


1. Complete Line 


Both oilers and supply cans 


2. High Quality 


Of undisputed standard 


3. Attractive Prices 
Strictly competitive 


IMPROVED HYDRAULIC 
PUMP OILERS 

Here’s an example illustrat 

ing the superior features of 

Eagle products) These widely 

oilers 

steel 


used pump have heavy 
seamless body with 
double-seamed bottom; pre 
cision made hydraulic type 
pump: detachable welded 
spout: one piece handle. Easy 
to operate; easy to clean. 





SEAMLESS 
BODY 
Eagle Oilers 
boost sales rec- 


ords, Write for 
catalog sheets. 


VA. 





| rary. 


trimmers and body builders, in- 
stitutions, exclusive auto accessory 


houses, road contractors, industrials | 


(including steel), coal mines and a . 
| service and coopera- 


classification for statements, which 
includes active accounts. The 
welding equipment list is tempo- 
This special list will later 
be absorbed among the other classi- 
fications. If necessary, twelve 
more classifications could be used 
under the mechanical system em- 
ployed. 

Sligo gives conscientious atten- 
tion to sales promotion under the 
direction of a separate advertising 
department. Because of the breadth 
of its activities, especial care is 
necessary that sales material may 
surely go to the proper parties. 
The thoroughness with which Sligo 
has tackled these important ac- 
tivities should be an inspiration to 
those distributors who are neglect- 
ing sales promotion entirely or 
going after it in only a haphazard 
manner. 





Agent-Distributor Tie-up 
Builds Sales Volume 
(Continued from page 21) 





© Complete 
stocks 


® Fast Service 
® Good Margin 









The H. M. HARPER CO. 


2622 Fletcher St. 


Chicago, Wi. 
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| 
| redwood vats, and so on. 


scope ordinarily. These are such 
things as canning machinery, gen- 
eral bottling machinery, oak and 
This is 


| what brought the Rossman com- 


| dustries? 


pany and Duncan together on the 
present working basis. 

The idea back of it was: Why 
not go after all the business with a 
man who is familiar with these in- 
There would be very lit- 


| tle competition in any of these lines, 


| ery supply house. 


standard or special, from the brew- 
The latter looks 
upon machinery and supplies as out 
of his line, or at the best as special- 
ties. He is more interested in the 


| materials that go into the product 


and the containers, such as malt, 
grain, barrels, and so on. 

Duncan, as manufacturers’ agent, 
had long been calling on these plants 
with several of the machinery lines. 
The machinery lines produced rel- 
atively large orders, but they were 
necessarily scattered. 
have routine orders of supplies to 
fall back on and to enable him to 
fill-in each day’s work, although he 
had plenty of time when in each 
plant to go after such business. 

Rossman, on the other hand, had 
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He did not | 





<Lonergan)» 





tion are an active 
force, creating sales 
for distributors. The 
reputation of LONER- 
GAN steam special- 
ties, and the prompt, 
careful attention 
given to every order 
win and keep cus- 
tomers. 


LONERGAN pro- 
ducts insure satisfied 
users and lead to a 
steady flow of repeat 
orders. 





Model ““‘WT" Pop Safety 
Valve 


Back of the name "LONERGAN" is more 
than a half century of manufacturing experi 
ence in the steam specialty field. 


300 


Specialties 
for 
Power Plants 


Standard 
since 1872 


@Have you our tatest 
catalogue in your file? 





J. E. LONERGAN CO. 


213 Race St., Phila., Pa. 











ed 
he ropes 


«6 know t 
ke TRADEMARK 








A SYMBOL facia 


QualityRope 


For a 





132 Years 


There is a Fitler Rope for 
Every Requirement 
Manila Rope — Bolt Rope 

Hoisting Rope 
Transmission Rope 
Tarred Hemp Cordage 
Sisal Rope — Lathyarn Rope 
Look for the Blue & Yellow Colored Yar 


trademark Reg. No. 245091 U. S. Pat 
Office 


The Edwin H. Fitler Co. 


PHILADELPHIA CORDAGE 


Est. 1805 
Philadelphia, Pa. 
NEW YORK * CHICAGO 
NEW ORLEANS ’ HOUSTON 





























@ DOUBLE Your Sales 


@ DOUBLE Customer 
Satisfaction with 


DARNELL 


DOUBLE Ball-Bearing 


CASTERS 
AND WHEELS 


FOR INDUSTRIAL USE 


The reputation 
of Darnell 
Casters for 
durability, effi- 
ciency and 
economical op- 
eration assure 
you continued 
repeat business. 






Semi-Steel 
or Rubber 
Treads 
Darnell Casters feature the patented Double 
Ball-Bearing Dust-proof swivel with carbon- 
ized hardened, perfectly round balls that 

roll freely in hardened raceways. 


WRITE FOR LITERATURE 


Darnell Corporation, Ltd. 


P. O. Box 4027-M, Station B 
Long Beach, California 


24 E. 22nd St. 36 N. Clinton 
NEW YORK, N. Y. CHICAGO, ILL. 











UMI 
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MEANS 
STEADY 
SALES 


The C & L mark is the hall-mark of 
superior quality. It is a sign which 
every torch-buyer recognizes. Be- 
cause the reputation for years of 
reliable service is behind the C & L 
name. And this reputation expe- 
dites sales. 


Typical of fine C & L workmanship 
is the 325 Maulti-Flame torch—a 
heavy-duty tool that has the com- 
plete approval of the industrial dis- 
tribution trade. It has all the sturdy 
qualities that have made C & L 
torches famous for years. 


Write for descriptive folder to the 


CLAYTON & LAMBERT MFG. CO. 


DETROIT, MICHIGAN 


Makers of world’s largest-selling firepots 


] 
| 


been selling them industrial sup- 
plies, but without specialized effort. 
If there had. been enough of the 


| plants in the field it would have 
| been worthy of a specialist, but the 


volume in supplies alone did not 
seem to warrant this. 

So they combined their efforts. 
Rossman now has a beverage and 


| canning plant specialist who knows 


these plants and the personnel in- 
timate!y, who thoroughly under- 
stand their problems, and who can 
push the supply lines effectively. 
Duncan, for his part, carries the 


agency lines as before, but while he | 
is in each plant he has the oppor- | 


tunity to sell all the supply lines. 
The general result is that Ross- 
man is making more sales of stand- 


ard supplies in these plants than | 


before, as the result of the special 
activities of Duncan, partaking at 
the same time of the commissions 
earned on the specialty lines. Dun- 
can is getting more volume than 
before and his income is increasing 
as the business is built up. 

In the general field under discus- 
sion, comprising the four indus- 
tries, there is ample room for spe- 
cializing. By confining his efforts 
to the one field, Duncan can make 
a closer study of the problems con- 
nected with brewing, distilling, 
wine making and canning and thus 
make himself more valuable to these 
plants than can the general sales- 
man merely calling there to sell sup- 
ply orders. Thee are a large num- 
ber of men to contact among the 
officials, engineers and process men. 
The last are particularly important. 
In the brewery, it is the brew mas- 
ter; in the winery, the vintner; in 
the distillery, the distiller, and in 


| the cannery, the superintendent. 


These process men are most of 
them technically trained along 
chemical lines, but have a good 
grasp of the mechanical problems 
in connection with their plants and 
largely control the purchases of 
machinery and supplies. The spe- 
cialist has more time to work with 
them and can keep in closer contact 
with the plants. With the proper 
acquaintance built up, the special- 
ist not only can discuss mechanical 
problems with the process men but 
can also reach the management on 
details concerning costs and econo- 
mies in connection with plant 
changes. 

By having a general knowledge of 
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Sell 
LOWER COSTS 


with 





DAGGETT 


BALL BEARING 
LOOSE PULLEYS 





Sales will result when you point out to your 
customers that Daggetts will not only give the 
most efficient and consistent service, but will cut 
operating costs definitely. 

They will save time in daily oiling, cost of 
lubricant and replacements and loss in power 
from friction. 

Daggetts are simple in construction and ac- 
curately hined. They include only the finest 
materials. 

Our profit margin and engineering assistance 
will interest you. 





Write for complete information. 


CHICAGO PULLEY & 
SHAFTING CO. 
19 N. Desplaines St. CHICAGO, ILL. 














Sell 


AIR ECONOMY 
with SHERMAN 
Ces 





Sherman Air Nozzles are designed for max- 
imum utility, air economy, and operating 
convenience. 

While these nozzles are made in three dif- 
ferent tynes, the valve mechanism in each is the 
same—designed so that the operator can control 
volumes exactly and economically. 

Fig. 111, Angle Pattern (Illustrated)—for gen- 
eral use; no bending of hose in operation; tip 
is removable, 


Fig. 113, Straight Pattern—with hose nipple 
cast integral; easily suspended directly over a 
machine. 


Fig. 114, Straight Pattern—removable tip and 
lever handle which fits the hand. 


@ Descriptive circulars and further 
details will gladly be sent on re- 
quest. 


H. B. SHERMAN MFG. CO. 


BATTLE CREEK MICHIGAN 
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OHLEN-BISHOP 


Standard Size Chromsaws 


SERS of these saws are mak- 

ing real savings on every pre- 
cision sawing operation... and 
distributors are getting more 
and more orders for STANDARD 
SIZE CHROMSAWS! 


Send for catalog of complete 
line. Ask for FREE selling liter- 
ature printed under your own 
letterhead. 


We Sell Ohlen-Bishop Saws 
Through Distributors Only 


‘(C )‘HLEN-BISHOP CO. 
» i COLUMBUS onto | 





“CHALLENGER” 


—the 





biggest 
opportunity for 


distributors in 


25 


years! 


® The new Coffing “Chal- 
lenger” illustrated opens 
possibili- 


unusual sales 


ties. It raises and lowers 
loads more rapidly, and 
reduces hoisting co ts. 
Safe operation is possible 
even with 100 per cent 
overload. Capacities from 
1 2 


44 to 2 tons are available. 





@ Cofing Ratchet Lever Hoists 


operate on a straight’ ratchet 


principle; available in wide 





variety of sizes, to 6-ton 


capacity 





@ Information on our complete 








+, 


COFFING HOIST CO. 


line, and on our valuable fran- 


chise, should be in your files. 


Danville Illinois 








| heaviest from April to October; 
| canning, May to December; distil- 
| ling the year around but heaviest 


| in these plants from three months 


| man and Duncan. 
| rangement as this might be worked 


| fers a number of interesting possi- 
| bilities. 


portunity to maintain a specialist 
| in a desirable field which is not 
| quite large enough to warrant put- 
| ting a special man on the payroll. 


the production schedules in these | 
industries, the specialist, having 
more latitude than the general | 
salesman, can arrange his own | 


| schedules so as to be at certain | 
| types of plants at such times as 

| machinery and equipment are being | 
| bought. 
| made from fruits is seasonal, rang- 


In this case, wine, being 


ing from June to October; brewing 
is done the year around but is 


in the winter. Revamping is done 
in advance up to the beginning of 
the heavy season. 

This arrangement is working out 
very satisfactorily for both Ross- 
Some such ar- 


out between distributors and spe- 
cialists in various fields, for it of- 


1. It gives a distributor an op- 


2. It enables the industrial dis- 
tributor to derive some income 
from the special machinery not as 
a rule handled by distributors and 
therefore, brings new business to 
the industrial distributor field. 

3. It gives the manufacturers’ 
agent an opportunity to secure more 
volume in a field that he knows best 
instead of trying to build volume 
by taking on lines in a number of 
unrelated fields and thus dividing 
his efforts. 

4. It offers an opportunity for 
that progressive type of distribu- 
tor’s salesman who wishes to go 
into business for himself—a condi- 
tion which such an arrangement 
very nearly approaches. 


Correction 


@ An item appearing on page 102 
of the July issue of MILL SUP- 
PLIES concerning a new rotary 
knife switch control for use with 
A.C. electric welders carried at the 
bottom the name of The Miller 
Electric Manufacturing Company, | 
Oshkosh, Wisconsin. The name 


FOUND ... 


in almost 
every plant 


Cap screws, set 
screws, coupling bolts, 
or studs are found on 
the purchasing requi- 
sitions of almost every 
plant. Distributors can 
develop this highly 
profitable business 
with OTTEMILLER Products. 


The OTTEMILLER line of 
milled screw machine parts 
is complete for practically 
all purposes, and it pro- 
vides such dependable 
quality that many plants 
have standardized on this 
one source. 


The steady, repeat charac- 
ter of this business makes 
it particularly interesting t> 
distributors. OTTEMILLER 
gives 100 per cent dis- 
tributor service. 


The Wm. H. 


OTTEMILLER CO. 


YORK, PA. 


We also manufacture Dardelet Thread Screws 








and address that should have been 
given is that of the Giant Grip | 
Manufacturing Company, Oshkosh, | 
Wisconsin. 
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TIGHTER 


in tight places... 


Thanks to the gear-like action of the 
fluted Bristo Wrench in the fluted 
Bristo socket, setting up a_ Bristo 
Screw is a positive operation. There 
is no slipping, fumbling or round- 
ing out of socket. Nor any jamming. 
Bristos are tighter in cramped, hard- 
to-get-at places. The Bristol Company, 
Waterbury, Connecticut. 


TRADE MARK 


BRISTO 


REG. U. S. PAT. OFF. 


SOCKET HEAD SET AND CAP SCREWS 














PRODUCTS 


Solid Woven White Cotton Belt- 
ing 

Solid Woven Waterproof Treated 
Belting 

Endless Woven Belts 

Harvester Webbing 

Sifter Brush Webbing 


Shoe Machine Webbing 

Bolting Cloth Webbing 

Apron Webbing 

Spindle Banding 

Linen Webbing 

Other webbing and belting spe- 

cialties 
* @ @ 


Globe Woven Products are 
sold thru Mill Supply distribu- 
tors. Write us for samples 
and prices. 


Globe Woven Belting Colne 


BUFFALO NEW YORK 








YOUR CUSTOMERS WANT 


GOOD 
SOLDER 








Gardiner Acid-Core Solder meets 
the popular demand for a quick-acting, 
high quality product at a low price— 
Favored by amateurs and experts be- 
cause it does neater work, quicker and 
easier. 

A fast seller that offers you both 
volume and increased profits. Farmers, 
mechanics, garages, radio shops and 
manufacturers all prefer it. 

Gardiner also produces top quality 
bar and solid wire solder as well as 
babbitts and Monarch Ball Metals. 


Your Jobber can supply you. 


C. rF 2 
Gtdiner = 


@ 





Ge. 
— 


4 
4833 S. Campbell Ave., 


Chicago, Ill. 














Did You Know? 


Here are the answers to questions on | 
7 page 31 


1. No. 2 is right; they are cali- 
pers with one leg an inside- or 
outside-caliper type and the other | 
an adjustable leg with a divider 


from a center to an outside surface | 
or for scribing a line at a given 
distance from a surface. 


| 
point. They are used for measuring | 


2. The first three are acceptable 
any place but here. No. 5 is right. 


3. No. 1 and 2 are all right any- 
where else but here. No. 4 is right. 


4. Nos. 3 and 4 are right; the 
thread covers the whole cylindrical 
surface. 


5. No. 1 is right, although Nos. 
4 and 5 are also true. 


6. No. 2 is right. 
7. No. 3 is right. 


8. Nos. 4 and 5 are right. Prus- 
sion blue is a liquid put on a 
smooth surface which is to be fitted 
against another or which is to be 
laid out for machining. 


9. No. 2 is right. The gag slides 
in and out over the punch stem, 
leaving enough clearance when out 
so the stem simply slides up in the 
die block instead of forcing the 
punch through the metal. 


10. No. 3 is right. It is usually 
a steel bar with an industrial dia- 
mond brazed into the end. 


11. No. 1 is right, used in re- 
pairing riveted work. 


12. Nos. 4 and 5—No. 4 telling 
the work and No. 5 describing the 
method of operation. 


13. No. 2 is right. It is a semi- 
portable machine used for shop 
fabrication of riveted beams, or 
other riveted work where a num- 


| ber of rivets are to be driven at 


| open edge. 


not too great a distance from an 
It looks like a punch 


press. 


14, No. 1 is right, honest. 


15. No. 2 is right. Cold-forged | 


are usually considered best because | 


| they are more accurate and better | 


finished. | 


16. No. 3 is right in this case. 
Half credit for Nos. 1 and 2. 
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INDUSTRY 
MARCHES ON! 


EEPING pace with indus- 
try, Skinner Chucks do 
their part by reducing chuck- 
ing time very important 
during these days of increased 
production schedules. 
See that your Independent or 
Scroll Chucks; your Drill Press, 
Planer or Milling Machine 
Vises are “Made by Skinner.” 
THE SKINNER CHUCK 
COMPANY 


NEW BRITAIN, CONN., U. S. A. 


STRONG 











8+ TRADE 


We make them of ~ 
Copper, Brass, Stain- J iL 
less Steel, Aluminum, : 
Nickel, Block Tin, Monel f 
Metal, etc. = 


VU 


SO = 
AY ANS 


Pipe or Tubing — Any 
Shape — Any Size. 


\ 

j \ \\ 
SY 
C=" 


Let us quote also on 
Expansion Joints, Ket- 
tles, Tanks, Stills, Cool- 
ers, Evaporators, etc. 


Copper and Stainless 
Steel Floats in stock. 
Special floats to order. 





List Harris Industrial Products 


in your catalog. 


ARTHUR HARRIS 
& CO. 


210-218 N. Curtis St. 
CHICAGO, ILL. 


COPPERSMITHS SINCE 1884 
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